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THIS YEAR 


THE BELL SYSTEM IS PUTTING MORE THAN 


TWO BILLION DOLLARS IN NEW FACILITIES 


We are doing this because we are 
confident that growing America will 
need, buy, and use more telephone 
service tomorrow than today. 


We are doing it to improve our serv- 
ice further and make the telephone 
even more convenient. This we are 
sure will stimulate more use. 


These 1958 expenditures are higher 
than the average in the post-war years— 
and close to the highest in any year. 


A stimulus to the economy 
of the whole country 


Our goal, as I have said, is to serve 
you better than ever. In addition, the 
way this money flows out to other busi- 
nesses stimulates the economy of the 
whole country. 


Wherever there are new telephone 
buildings going up, or jobs of mainte- 
nance, there is work for local builders, 
carpenters, plumbers, electricians, 
painters and many others. 


Our spending means business too for 
thousands of other companies and 
workers in those companies. Last year 
the Bell System through Western Elec- 
tric, its manufacturing and purchasing 
unit, bought from 33,000 firms through- 
out the country. Nearly nine out of ten 
of these are small businesses, each with 
fewer than 500 employees. This year 
again we expect to buy about a billion 
dollars worth of goods and services 
from other industries. 


To g@ ahead with our 1958 construc- 
tion, we in the Bell System have raised 
nearly a billion dollars of new capital 
in the last six months. Obviously, in- 


vestors will continue to entrust their 
savings to us only if they can expect 
reasonable earnings on the money they 
risk. 


Good service at reasonable profit 
keeps the road to progress open 


So telephone progress—and the ad- 
vantage to all that comes from our 
pushing ahead—begins with our faith 
that Americans want good and improv- 
ing service at prices which allow a fair 
profit. 


This is the way of life which in our 
country has stimulated invention, 
nourished enterprise, created jobs, 
raised living standards, and built our 
national strength. As long as we live 
by this principle, the future of the tele- 
phone is almost limitless in new 
possibilities for service to you. 


(aff ~ 


FREDERICK R. KAPPEL, PRESIDENT 


AMERICAN TELEPHONE AND TELEGRAPH COMPANY 





From Where We Sit... . 


Disparities: 1936, 1953, and 1958 


ITH the traditional functions of our pricing 
mechanism falling into a condition of disuse 
and abandonment on many fronts, we’re reminded 

of an editorial whose significance has increased manyfold 
in the five years that have passed since its publication. 


Entitled ‘‘Disparities: 1936 and 1953,” the editorial 
dealt in some detail with a concept of purchasing power 
that needs stressing today as never before. It was 
based on a book, ‘“‘Purchasing Power and Prosperity,” 
which had been written in the mid-thirties by Herbert 
D. Simpson, then Director of the Institute of Public 
Finance and Professor of Public Finance at North- 
western University. The book was published in 1936 
by The Foundation Press, Inc., Chicago. 


Said Professor Simpson, “Purchasing power is ex- 
changeability. Maximum exchangeability means maxi- 
mum purchasing power; and disrupted exchangeability 
means disrupted purchasing power.”’ The problem con- 
fronting the country, he continued, was ‘‘not one of 
creating more purchasing power, but of releasing the 


various accumulations of purchasing power we already 
have.” 


Among the obstacles mentioned as interfering with ex- 
changeability were disparities 1) among the prices of 
different groups or commodities, 2) between incomes of 
various groups and the prices of the commodities they 
buy, and 3) between prices of commodities and the costs 
of producing them. Also mentioned were 4) uncertainty 
regarding the future, and 5) frozen assets. With reference 
to the latter, the author observed that those policies 
which tended to stop deflation, prevent further deprecia- 
tion of assets, and avert losses, had the effect of convert- 
ing depreciating assets into frozen assets and removing 
their purchasing power. 


“A point stressed throughout the book,” continued 
the editorial, “‘is well summed up in the following: 
‘Whatever may have been the case in 1933 or 1929, there 
can be no question that in our present situation the one 
most essential condition is such a flexibility of prices as 
will permit commodities and services to discover the 


levels at which they will exchange .. . . For prices are ~ 


the antennae by which producers find the levels at which 
they can encounter consumers. .. . ’. 


“‘All of this suggests to us that we had better do some 
hard thinking about the rigidities upon which we are 
currently relying so heavily as a deterrent to any de- 
flationary tendencies that may make their appearance. 
What of rigid farm price supports? What of high wages 
and their counterpart, high built-in labor costs? What 
of Government aid in all of its multiplicity of forms and 
its counterpart, high taxes? And what of the field of 
foreign trade, with the difficult choice it presents be- 
tween protection at home and a market abroad for our 
vast exportable surpluses? .. . 


2 


“Tt seems to us to be only the part of prudence to 
consider that disparities are still with us and will con- 
tinue from time to time to make their presence felt. 
The remedy seems to lie in an everlasting readiness to 
adapt to the realities of whatever conditions may con- 
front us.” 

“Tf,” concluded the editorial, ‘our problem in 1936 
was to ‘remove the obstacles to the free flow of the po- 
tential purchasing power we already have,’ our job now 
is to see to it that the things of which those obstacles 
are made are held to a minimum.” 


But we’ve done nothing of the sort. During the past 
five years we’ve continued to pile rigidity on rigidity 
with the result that we’ve generated ever widening dis- 
parities between the prices at which goods and services 
are offered the consuming public and the prices they can 
afford or are inclined to pay. And far from applying 
any really effective remedy, we propose only to cover 
up the accumulation of errors and maladjustments that 
have thus far occured with a fresh layer of inflation. 

Industrial and commercial enterprises across the 
country are addressing themselves to the task of in- 
creasing operating efficiency, devising new and better 
products, and otherwise doing all they can to stimulate 
consumer demand. They know that much sales re- 
sistance is nothing more than price resistance; so it goes 
without saying that they heartily endorse President 
Eisenhower’s “nomination for oblivion”’ of certain ideas 
which are characterized in the main by a low regard for 
price.* It will be recalled that the first of several falling 
into that category was “‘the idea that the consumer is 
not price conscious any more.” 


But many of our lawmakers hayen’t seen the light; 
and the trend is quite definitely in the direction of a 
condition of affairs in which government will increasingly 
undertake to assume the functions of the market in 
working out price relationships. If this trend continues 
it can only end in a maze of decrees that will operate 
merely to restrain our freedom of choice and achieve far 
less than nothing toward the establishment of the con- 
dition of economic equilibrium upon which our whole 
system of free enterprise rests. 


Price and price alone can do that job, and the fewer 


obstacles we throw in its way, the better it will do its 
work. 


*In a Fecent address before the Economic Mobilization Conference of 
the American Management Association. 


Editor 
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If you mail monthly notices to installment 
customers and mortgagors .. . Allison Coupon 
Books will reduce your postage from 36 mail- 
ings to 1 mailing per account—or 1 mailing 
every 3 years. 













For those who must return passbooks 
that accompany mail payments . . . Allison 
Coupon Books will eliminate this entire mail- 
ing expense. 








If you make up your own coupon books 
on Duplicators, accounting machines or punched 
card equipment... Allison Coupon Books will 
save you all the postage you now spend mailing 
Personal Loan Coupon Books. This permits a 
maximum of one ounce postage on all other 
classes of business. 














NOW — before postal rates go up—is the time 
to veto your postage increase with Allison Cou- 
pon Books. The first step is to explore the facts. 
We will send you samples and complete infor- 
mation without obligation. Write us today. 


ALLISON COUPON COMPANY, INC. 


P.O. Box 102, Indianapolis 6, Indiana 
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Your ready reference 


TO COMPLETE CORRESPONDENT SERVICES 


Our experience in practical and efficient 
correspondent banking services would fill 
volumes— but it doesn’t come in books! 
This knowledge and skill is the founda- 
tion of our many valuable facilities — 
personalized for your special, individual 
requirements. 

Hundreds of banks across the country 
are served every day by the complete 


functions which we undertake for the 
advancement of your particular interests 
both here and abroad. 

Call on us for friendly help in any mat- 
ter where the quick, effective action of a 
New York bank can smooth the way for 
your major and minor transactions. 
You’ll appreciate our capable methods, 
our prompt response to your needs. 


BANKERS TRUST COMPANY &- 


16 Wall Street, New York 15, N. Y., Rector 2-8900 
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THE TOP OF THE FINANCIAL NEWS 





FINANCING BUSINESS 


Repayment Rush 

Commercial and industrial loans at 
the nation’s weekly reporting banks 
have now declined by a whopping 
$2.4 billion since the first of the year, 
compared with rises of $58 million in 
the like 1957 period and $1.5 billion 
in the like 1956 period. This year’s 
drop in business outstandings at banks 
is the biggest for any comparable 
period in the last decade. 

Net repayments of sales finance 
companies ($784 million since the first 
of the year), food processors ($736 
million) and trade concerns ($271 
million) have been unusually large, 
and loans to most other major groups 
of business borrowers have also de- 
clined. 


Cutbacks & a Shift. The big drop 
in commercial and industrial loans 
clearly reflects the sharp cutbacks in 
inventories and in plant and equip- 
ment spending that began with the 
fourth quarter of 1957 and are still 
continuing. It also reflects the fact 
that many companies have been re- 
funding bank loans in the security 
markets. 

The importance of the latter factor 
is underscored by data released late 
last month on new corporate securi- 
ties offerings in the first quarter. Such 
offerings added up to $3.3 billion— 
very close to the record amount floated 
in the first quarter of 1957 when busi- 
ness activity was still near its peak 
level. 


SHERMAN HAZELTINE 


J. H. BRAHM 


Temporary Upsurge. This month, 
of course, business loan totals will 
swell as corporations borrow to pay 
Federal income taxes. (Between June 
5 and 26 of last year, business loans 
at the weekly reporting banks shot up 
$1.4 billion.) But the rise is likely to 
be only temporary. 


EXECUTIVE CHANGES 
FNB of Arizona 


Sherman Hazeltine has been elected 
chairman of the board and chief 
executive officer of First National 
Bank of Arizona (resources: $282 
million) to succeed Mont E. McMil- 
len, who becomes a vice president 
and director of Firstamerica Corp.* 
J. H. Brahm was elected president of 
First of Arizona and E. N. Holgate 
was named executive vice president. 

Mr. Hazeltine, now 51, was presi- 
dent of The Bank of Arizona from 
1948 until it was merged with First 
of Arizona in September 1957, at 
which time he became president of 
the latter institution. Long active 
in organized banking, he narrowly 
missed in a bid for the vice presi- 
dency of the American Bankers As- 
sociation in 1956, and is currently a 
member of ABA’s Research Council. 


Mr. Brahm, 52, is a veteran of 21 
years with First of Arizona. He was 
elected vice president and cashier in 
*The new holding company formed to take over 
the 23 banking subsidiaries of Transamerica 


Corp. First of Arizona has been affiliated with 
Transamerica since 1937. 





JOHN A. OULLIBER 





1947, a director in 1951, executive 
vice president in 1952. Mr. Holgate 
joined the bank in 1929, was named a 
vice president in 1948 and home office 
manager in 1955. 


NB of Commerce 


John A. Oulliber has been elected 
president of The National Bank of 
Commerce in New Orleans (resources: 
$249 million), and Clebert C. Smith, 
formerly a senior vice president, was 
named executive vice president in 
charge of the credit department. Mr. 
Oulliber moves up from executive vice 
president, a position he had held since 
1951. Prior to joining the bank in 
1935, he was an associate counsel for 
the Reconstruction Finance Corp. 


As president of the bank, Mr. Oulli- 
ber succeeds the late Dale Graham, 
who died June 3, two weeks after he 
had been named chairman. Mr. Gra- 
ham was vice president and cashier of 
The National Bank of Commerce 
when it first opened for business in 
1933. He became president in 1950. 


The bank’s top management team 
now consists of Messrs. Oulliber and 
Smith; Percy H. Sitges, chairman of 
the executive committee; and Eugene 
M. McCarroll, executive vice presi- 
dent. 


Marshall & Ilsley 


John A. (Jack) Puelicher, 37, has 
been named president of Marshall & 


J. A. PUELICHER 


They head current list of top-management changes. 
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NOBODY GIVES YOU 
FASTER TRANSIT SERVICE THAN 
FIRST NATIONAL City 


The FIRST NATIONAL CITY BANK of New York 


HEAD OFFICE: 55 WALL STREET, NEW YORK 15, N.Y. Our bootdet, 


“Speed”, describes 
the many ways 
First National City's 
check collection 
service can help you. 


71 OVERSEAS BRANCHES, OFFICES AND AFFILIATES ¢ 78 BRANCHES IN NEW YORK 


Around-the-clock Transit Service * Collections * Credit information * Bond Portfolio Analysis * Complete 
Securities Handling Facilities + Dealers in State and Municipal Bonds «+ Participation in Local Loans eg We will be pleased 
Personalized Service * World-Wide Banking Facilities * Complete Metropolitan New York Office Coverage “au to send you a copy 


ss ~yi||| free on request. 
Member Federal Deposit insurance Corporation Fist in Wtorld Wide Banking 
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Ilsley Bank of Milwaukee (resources: 
$245 million) to succeed his father, 
Albert S. Puelicher, 60, who steps up 
to chairman. The new president 
started with the bank in 1938 as a 
part-time high school employee, be- 
came a vice president and director in 
1952, executive vice president and a 
member of the executive committee 
in 1956. 

The elder Puelicher also began 
with Marshall & Ilsley as a part-time 
employee while still in high school. 
He was named an assistant vice presi- 
dent and director in 1926, a vice presi- 
dent in 1929, president in 1935. Mr. 
Puelicher also is a director of several 
industrial corporations and _ utilities, 
and both he and his son are members 
of the Association of Reserve City 
Bankers. 

























First Pennsylvania 


William P. Davis, III, and John 
Reilley have been named senior vice 
presidents of The First Pennsylvania 
Banking & Trust Co. (resources: $1.1 
billion). Mr. Davis, a vice president 
in the commercial department since 
1955, joined First Pennsylvania in 
1931. He began in the investment 
analysis department, transferred to 
the bank investment department in 
1939, to the business development 
department in 1946 and finally to the 
commercial department. 

Mr. Reilley has been in charge of 
the bank’s time sales division since he 
was named a vice president in 1950. 
He launched his financial career ‘with 
General Credit Corp. in 1927, moved 
to First Pennsylvania when the latter 
organized its time sales division in 
1936. Mr. Reilley is a member of 
the Instalment Credit Commission 
of the American Bankers Association 
and a director of Philco Finance Corp. 























INVESTMENTS 
Growth Stocks Now? 


“Frankly,” said Frank E. Block, 
vice president of The Citizens & 
Southern National Bank, ‘‘we are not 
emphasizing growth stocks particu- 
larly in today’s market, since they do 
not stack up on a value-analysis basis 
as being equal in attraction to many 
other stocks of less exotic futures.” 
In a panel discussion at the Southern 
Trust Conference of the American 
Bankers Association in Atlanta last 
month, Mr. Block expressed the view 
that many growth stocks are still on 
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the high side. Should the market 
decline from current levels it would 
be another matter: ““‘We would begin 
to shift our emphasis to cyclical and 
growth stocks and away from stable 
common stocks and bonds.” 


Panelist Norman S. Welch, vice 
president of The Trust Co. of Georgia, 
voiced reservations about common 
stocks in general right now. Said he: 
“Our attitude toward the stock mar- 
ket at current prices and for the short 
term is definitely one of caution. We 
believe the statistical position of the 
majority of stocks is rather extended, 
particularly when consideration is 
given to current prices in relation to 
the anticipated lower earnings ahead. 


“For many years, industries which 
we thought to have above-average 
possibilities of increasing earnings 
and dividends were our favorite in- 
vestment media despite the character- 
istically low yields and high price- 
earnings ratios at which these stock 
sold. Currently, however, earnings 
of this class of company are suffering 
to an above-average extent; and we 
have reduced our purchases of these 
stocks considerably. (Nor are we) 
favorably disposed toward the defen- 
sive issues at this time because current 
prices appear to be somewhat out of 
line.” 


Which Industries? Regarding in- 
dividual industries, Mr. Welch con- 
tinued: “The group which is most 
popular with us at the moment is the 
petroleum industry since we believe 
the major companies are doing a good 
job in correcting the excessive in- 
ventory situation, and we think that 
supply and demand should be more 
closely in balance in a relatively short 
period. , 

“Other growth industries which we 
favor at this time are the chemical, 
electrical equipment and office equip- 
ment, although stocks in the latter 
group have advanced so rapidly in 
the past few days that we would hesi- 
tate to acquire them at current prices. 
We still regard the long-range pros- 
pects of the aluminum companies with 
considerable optimism and would be 
willing to use these stocks at slightly 
lower prices.” 





At Home 

Or In 

The Outfield 
Nothing 

Can Be Safer 
Than... 
FIRST 
NATIONAL 
CITY BANK 
TRAVELERS 
CHECKS! 








Safe—yes, completely safe 
everywhere. At home or abroad First 
National City Bank Travelers Checks 
are spendable like cash everywhere 
—for everything. Come in handy 
denominations of $10, $20, $50 and 
$100. Promptly refunded if lost or 
stolen. Cost only $1 per $100; good 
until used. 


SELL FIRST NATIONAL CITY BANK 
TRAVELERS CHECKS— YOU KEEP 90% 
OF THE SELLING COMMISSION— 
AND REMIT 10% TO US! 


Charles Wray, trust investment 
officer of The Fulton National Bank 
of Atlanta, also put oil at the top of 
his current-favorite list. Said he: 
‘‘My first choice of promising growth 
industries at this time would be oil, 
electronic and electrical equipment, Member Federal Deposit Insurance Corporation 
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and electric power. My second choice 
would be office equipment, paper and 
chemicals. 

What Portion? “Considering 
present market conditions, in a trust 
investing primarily for income, and 
assuming one placed approximately 
40 per cent to 45 per cent in equities, 
I believe the growth companies should 
comprise about 25 per cent to 30 per 
cent of the common equity ratio, in 
order for the trust to have some bene- 
fit from the long-term expansion 
phase of our economy. The other 
portion of the equity percentage could 
be represented by some industries 
that have moderate growth such as 
dairy products, containers and pack- 
aged foods, in addition to the income 
industries such as telephone and 
banks.” 


The Common Trust Funds 


The aggregate market value of the 
assets of bank-administered common 
trust funds declined $9 million during 
1957, compared with a rise of $106 
million in 1956, the Federal Reserve 
Board reported last month. The de- 
cline resulted as net additions to prin- 
cipal of $102 million and net realized 
capital gains of $9 million were not 
sufficient to offset a net decline of $120 
million in the market value of invest- 
ments. 


At the end of 1957, according to the 
Fed, banks in the U. S. and Hawaii 
operated 277 common trust funds with 
combined investment holdings of 
nearly $2 billion at market value. 
These holdings consisted of $781 mil- 
lion of bonds (compared with $735 
million held by 243 funds at the end 
of 1956), $205 million of preferred 


stocks (vs. $209 million), $936 million 
of common stocks (vs. $985 million) 
and $44 million of real estate loans, 
savings accounts and principal cash 
(vs. $45 million). 

The net amount of new money com- 
ing into common trust funds during 
1957 was $102 million, $17 million 
less than in 1956. The Fed estimates 
that 61 per cent of this new money 
was invested in bonds, 12 per cent in 
preferred stocks, 24 per cent in com- 
mon stocks and 3 per cent in real 
estate loans. Compared with 1956, 
this represented increases in the pro- 
portions placed in bonds and in com- 
mon stocks and a decrease in the 
proportion invested in preferred stocks. 


BANK STOCKS 


‘Favorably Situated’ 

Prominent among those analysts 
who continue to like bank stocks de- 
spite the recession is The First Boston 
Corp. Said a First Boston study 
issued last month: ‘Although the 
probabilities are that loan volume will 
be somewhat lower this year than’ last 
and the downtrend in interest rates 
will reduce the over-all rate of return 
on funds employed, net operating 
earnings generally should hold up 
well. 

“The large amount of loans on the 
books at the relatively high rates 
which prevailed through most of last 
year will have the effect of maintain- 
ing a rate of return which is generally 
higher than the interest level which is 
likely to prevail during 1958. The 
funds released for investment as a 
result of reduced reserve requirements 
may be expected to increase earning 
assets and deposits, so that the added 


WHY BANK STOCKS STILL LOOK GOOD 


Market Averages by The First Boston Corp. 


Recent Level 


12 
NYC 
Banks 


Market price to book 


Other 
Benks 


April May 
1957 1956 
Of 43 39 36 

Banks Banks Banks 


31 Total 


108.1% 117.9% 115.2% 112.7% 123.3% 


Market price times net 


operating earnings.... 11.9 


4.68% 


Dividends to net operating 
earnings 


56.1% 


11.7 
4.08% 


47.4% 


11.8 
4.25% 


12.1 
4.22% 


13.7 
3.89% 


49.8% 50.7% 53.1% 


volume of funds available for invest- 
ment should offset to some extent the 
lower level of interest rates. 


“Bank stocks appear favorably 
situated. Compared with 1957 and 
1956, at the present time the average 
yield is higher and the average price- 
earnings ratio is lower than in either 
of those two years, while dividends 
remain well protected by net operat- 
ing earnings (see table).”’ 


Dividend, Share Changes 


@ The First National Bank of Chicago 
(assets: $2.9 billion) will pay a one-for- 
four stock dividend, subject to the 
approval of shareholders at a special 
meeting July 15. The bank plans to 
continue its present quarterly divi- 
dend rate of $2 a share on the in- 
creased number of shares. 

@ First City National Bank of Hous- 
ton ($702 million) paid a stock divi- 
dend of one new share for each 11144 
shares held. The bank expects to 
maintain its regular quarterly divi- 
dend rate at 50 cents a share. 

@ The Fulton National Bank of At- 
lanta ($179 million) paid a stock divi- 
dend of one new share for each 14 
shares held. The bank expects to 
continue its present quarterly divi- 
dend rate of 25 cents a share. 


ASSOCIATIONS 
Under Way 


The Association of Registered Bank 
Holding Companies was officially 
launched last month as directors held 
their first meeting. Said an an- 
nouncement following the meeting: 
“Tt is the objective of the association 
to promote a better understanding of 
(facts concerning bank holding com- 
panies) by bankers and the general 
public; to provide representation in 
the interests of bank holding com- 
panies before governmental authori- 
ties; and to assist bank supervisory 
authorities in their consideration of 
bank holding company matters.” 


Elected president of the new associa- 
tion was J. Cameron Thomson, chair- 
man of Northwest Bancorp. Vice 
presidents of the association are 
Joseph H. Colman, president of First 
Bank Stock Corp.; Oscar H. Keller, 
president of Firstamerica Corp.; and 
Mills B. Lane, Jr., president of Citi- 
zens & Southern Holding Co. Henry 
Y. Offutt, vice president, Trustees, 
First National Bank of Louisville, was 
named association secretary-treasurer. 
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WoORDS 
FOR 
ARIZONA 


A-do-be is really a three-syllable word, but it’s plain ’dobe to us... 
a type of soil that’s common in Arizona. We have an attractive as- 
sortment of other types, too . . . a total of 113,909 square miles of 
soil, fetchingly arranged as valleys, mountains, mesas and canyons. 
There is, as a matter of fact, enough to make Arizona the fifth larg- 
est state in the union. 

And we're using it. Manufacturers are building plants and ware- 
houses on it. The largest Ponderosa pine forest on earth thrives on 
it. Farmers grow choice crops on it all year ’round. Hundreds of 
thousands of Arizona householders plant shrubs and flowers in it. 
Once you've set foot on Arizona soil, you'll 
know why the Baby State is also the fastest 
growing state. 

Business grows in Arizona, too. “Ari- 
zona’s Bank” is ready to put its services and 
resources at your command whether you are 
interested in Arizona’s soil, people, markets 
or opportunities ! 


( d ° ’ 7 : } o 
Largest Bank in the Rocky Mountain States 
€ oé CONVENIENT OFFICES senate reveen: cerosir nesumance conronsnon RESOURCES $491 MILLION o | 


INTER-COUNTY TITLE 
GUARANTY AND MORTGAGE COMPANY 


Yesterday's doubt is made today’s 
certainty with 
TITLE INSURANCE 


OFFICES IN 16 CITIES 


NEW YORK, NEW JERSEY, CONN DUN aw eee ae Cee 
MASS., MARYLAND, OHIO, 111 BROADWAY, N. Y. 6, N. Y. 
INDIANA, FLORIDA, DELAWARE, \ ) BArclay 7-2700 
KENTUCKY, VIRGINIA, WEST VA. BK 
AND DIST. OF COLUMBIA Ree Sn ae 


HOLDING COMPANIES’ THOMSON 


Organization & representation. 


The new association gets under way 
with 13 member holding companies 
which have subsidiary banks located 
in 23 states. Combined banking re- 
sources: $10 billion-plus. Additional 
bank holding companies are expected 
to join Jater on. 


Washington Appointment 


At its Atlantic City convention 
last fall the American Bankers Asso- 
ciation announced the creation of a 
new staff position: Senior vice presi- 
dent in charge of the activities of the 
association’s | Washington office. 
Plainly, this would be a big job. 
Named last month to tackle that job 
was Ben C. Corlett, 66, a longtime 
wheel horse in organized banking. 
In order to take over his new post, Mr. 
Corlett will resign as a vice president 
of American Trust Co., San Francisco, 
after 12 years with that bank. 

Said the ABA announcement: ‘‘The 
position of senior vice president in 
charge of the Washington office is a 
new one, and Mr. Corlett becomes 
the first to occupy it. Along with 
the offices of executive vice president 
and executive manager, it is one of 
the top staff positions of the ABA.” 
Mr. Corlett’s service record with ABA 
dates back to 1935 when he was nam- 
ed to the Executive Council. He 
subsequently served on various com- 
mittees dealing with banking legisla- 
tion and supervision, and last fall was 
elected president of the State Bank 
Division. 
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Kodamatic Indexing feature of new Reliant lets you photo- 
graph transit batches in any sequence. 


Code lines lead right to pictures. They’re easy to read 
against a numbered scale. 


Photographed at random...found in seconds! 


EW Recordak Reliant Microfilmer with 

Kodamatic Indexing ends need to cross- 
index transit records . . . speeds microfilming and 
film reference in every transit department. 


Here’s how this simple system works: Just 
dial assigned code numbers for proof machine 
pockets before you microfilm items. Let’s say 
your code for one pocket is 04. Spin dial on left 
to 0, dial on right to 4. Then feed batch of items 
into Reliant—it does the rest . . . automatically 
photographs code lines right on the microfilm. 


Now let’s suppose you microfilm batches coded 
25, 11, 17, 02. Then you get another batch for 
04. Will this complicate things when you view 
your films? Not at all! You can run ten or more 
batches coded 04 (or any number) on the same 
roll of film and still find any batch of items in 
seconds. 


Saves time viewing your records. Code lines are 
easy to read against a numbered scale on your 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming 
—now in its 3lst year 
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Recordak Film Reader, even when film is ad- 
vanced at top speeds. Uncannily accurate! Much 
faster, much easier than any other system! 


And Kodamatic Indexing, remember, is only 
one of many cost-cutting features found in the 
new Recordak Reliant Microfilmer. Include, 
for example, an accessory endorser which elimi- 
nates separate operations—endorses or cancels 
automatically during microfilming run. 


Try before you buy! Have a new Recordak 
Reliant Microfilmer with Kodamatic Indexing 
installed in your bank for 30-day free trial. 
Absolutely no obligation to buy or rent. Mail 
coupon today. 


“*Recordak”’ is a trademark 


eeececeseses MAIL COUPON TODAY + +cccececcee 


RECORDAK CORPORATION 
415 Madison Avenue, New York 17, N. Y. 


5-6 
Gentlemen: We are interested in free 30-day trial of new 
Recordak Reliant Microfilmer with Kodamatic Indexing. 
Name 
Position 
Bank 
Street 
City 
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WOULD YOU LIKE 
A YIELD OF 4.802%? 


We have offerings of FHA insured and VA guaranteed 
mortgages available which will produce 4.80% net to you. 


HUNTOON, PAIGE & CO. 


44 WALL STREET NEW YORK 5, N. Y. 
WHitehall 3-5866 


Nationwide brokers VA and FHA 
Reference: your major correspondent bank 





orrices! 
\DEAL FOR BRANCH a 
NO EXPENSIVE INSTALLATI 


ADD UNITS As NEEDED! Mobile 


TELLER UNITS 


... with 


*“Bank Engineered 
Features”’ 


FENCO Mobile Units keep currency in- 
tact—always SAFE—never leaves the 
unit. Roll to and from vault with ease. 
19 Stock Models. Modern banking 
features include: 


* P.K. Locks on Drawers 
* “Spy Proof" Combination Lock on Door 


* Heavy Duty Ball Bearing Rubber Tire 
Casters 


* Lustrous finish in modern Gray, Beige 
and Desert Sage 


* Locking Lugs in back of Door 
nt * Riedie teniar Tray 


tot Fi 


under - EXCLUSIVE: FENCO Foot Brake locks unit to 
servic 
counter iss 2 floor. Tip-Toe release. 


ars GUARANTEE: Materials and workmanship 
brake unconditionally guaranteed. Replacement 
Free of charge. 


FENCO dealers in most principal cities, 


Or write Dept. BM, for your nearest > FENCO CORPORATION 


dealer and valuable descriptive folder, 
——— ee OF Sed Aes. Maw Vosk 4% 


If you want to influence the nation’s bank presidents 
... key bank directors, vice presidents, cashiers, 
trust investment officers . . . investment bankers and 
brokers . . . corporate financial officers . . . write 
or wire for facts on BANKERS MONTHLY, its circula- 
tion and its advertising rates. 


1958-59 Slates 


@L. Hartley Smith of Dean Witter 
& Co., Los Angeles, was elected presi- 
dent of The National Federation of 


Financial Analysts Societies at the 


federation’s 11th annual convention 
in Los Angeles last month. As head 
of this influential organization of se- 
curity analysts, Mr. Smith succeeds 
Gilbert H. Palmer, vice president-in- 
vestments of The National City Bank 
of Cleveland. Elected executive vice 
president of the analysts—a post 
which automatically leads to the presi- 
dency a year later—was A. H. Bolton 
of Bolton, Tremblay & Co., Montreal. 
The National Federation now has 22 
participating societies with some 5,500 
members. 

@ Walter C. Nelson, president of the 
Eberhardt Co., Minneapolis, this 
month was nominated to be the next 
president of the Mortgage Bankers 
Association of America. Nominated 
for vice president of MBA was B. B. 
Bass, president of the American Mort- 
gage & Investment Co., Oklahoma 
City. Official nomination assures 
election at the association’s 45th an- 
nual convention in November. At 
that time, Mr. Nelson will succeed 
John C. Hall, president of Cobbs, 
Allen & Hall Mortgage Co. of Birming- 
ham, Ala. 


MILESTONES 


Change & Progress 


@ The Fifth Third Union Trust Co. of 
Cincinnati this month marks 100 
years of banking. Fifth Third’s earl- 
iest predecessor—the Bank of the 
Ohio Valley—was organized in June 
1858 with capital of $25,000. From 
that small beginning Fifth Third has 
grown until today it shows capital 
funds of $34 million, resources of $373 
million. 

@ Formation of a new mutual fund to 
be managed by Lazard Freres & Co., 
New York investment banking firm, 
has been disclosed. The new fund 
will be called The Lazard Fund, Inc., 
is the third of its kind to be organized 
in recent weeks. 

@ Bank of Montreal and Bank of Lon- 
don & South America Ltd. have 
reached agreement regarding estab- 
lishment of a new banking organiza- 
tion “‘to develop financial and trading 
operations in the Caribbean area.” 
The new organization will be owned 
and controlled jointly by the two 
banks. 
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How you can increase 
your bank’s net income 


In light of current—and changing— 
market conditions, your plans for the 
remainder of the year ahead should 
include a reappraisal of your Bond 
Account. Certain adjustments made 
now could well result in increased net 
earnings after taxes for your bank in 
the future. 

The Bond Department officers of 
The Northern Trust are experienced 


in the portfolio management of banks 
of all sizes, and stand ready to assist 
you in the analysis and planning that 
will enable you to obtain maximum 
benefits. 

For a comprehensive review of your 
bond investments, call, write, or wire 
The Northern Trust today. One of 
our Bond officers will be pleased to 
call at your convenience. 


Northwest Corner La Sallie and Monroe Streets 


Chicago, Illinois ¢ Financial 6-S500 
New York Representative: 15 Broad St., N.Y. 


Member FDIC. 
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A STORY OF 
TWENTY-FIVE YEARS 
AND HALF-A-SECOND 


Twenty-five years is the time—a short time as 
businesses go—in which C. J. Devine & Co. has 
grown from a small beginning to the largest firm 
in the country specializing in U. S. Government 
Obligations, and a major underwriter and dis- 
tributor of Municipal Bonds. 


Half-a-second, roughly—the twinkling of an 
eye—is the time it takes to consummate transac- 
tions and flash market changes on our quotation 
board and to a network of offices and customers 
from coast to coast. 


Between the twenty-five years and half-a-sec- 
ond there’s a distinct, meaningful relationship: 
| For without the knowledge, judgment and 
speed, it is doubtful that C. J. Devine would oc- 
_| cupy its pre-eminent position in the market for | 
| U. S. Government Obligations. : 


Daily at C. J. Devine, hundreds of millions of 
'| dollars in these Securities, and millions more in 
Municipal Bonds are transacted—many taking 
*\. place in a matter of seconds—as the firm pro- 
vides close, primary markets and swift, sure 
service to banks, insurance companies, corpora- 
tions, pension funds and other institutional in- 

? . vestors throughout the country. 


Daily, skilled specialists are buying and selling 

large blocks of Governments; recommending 

specific issues for sizable institutional portfolios; 

A5o~ supplying information or making prompt, ac- 

A curate decisions on the newest developments in 
é: money markets. 


/ 


While this message marks the completion of 
25 years of service, whatever success we have 
achieved is far more than a story of high volume 
figures and material assets. It is primarily a \\ 
story of human beings working together—of | 
lasting personal friendships and loyalty of clients. 


As we begin our second quarter century, the 
staff of C. J. Devine & Co. looks forward to con- 
tinued growth—to growing in the only way we 
know how—by justifying the continued confi- 
dence of those who contributed so much to our 
success through the years. 


Direct Wires to Offices from Coast to Coast 
1933—1958 


C.J. DEVINE & CO. 


48 WALL STREET, NEW YORK 
Chicago + Boston « Philadelphia » Washington 
Pittsburgh + Cleveland «+ Cincinnati + St. Louis «+ San Francisco 





Prospects for final passage of the Financial Institutions Act grow dimmer 


all the time as Congress aims for adjournment by mid-August. 

The Senate—passed bill has been stalled in the House Banking Committee, 
due to the delaying tactics of a few "anti-—business" committee members. 

If the bill fails this session it will automatically die. Chances of 
another omnibus bill in the next Congress are very slight. Hence, the proposed 
changes in banking laws—regarding, for example, mergers, cumulative voting, 
preferred stock, stock options—would have to be handled in many separate bills, 
enactment or even consideration of which would be doubtful in most cases. 


Outlook for the Federal Reserve's proposed reserve requirement legislation 
is brighter, though final passage this year is uncertain. 

Identical bills pending before the respective Banking Committees would: 

1) Authorize the Fed to permit member banks to count vault cash as part of 
their legally required reserves; 

2) Permit the Fed to reclassify individual banks in central reserve and 
reserve cities to lower reserve classifications; 

3) Lower the range over which the Fed may vary reserve requirements for 
central reserve city banks to 10-20 per cent (from 13-26 per cent). 


The small—business financing bill favorably reported by the Senate Banking 
Committee late last month seems likely to pass Congress before adjournment. 

The bill would create a Small Business Investment Administration and 
small business investment companies. The SBIA would use a $250 million revolving 


fund to invest in and make loans to the small business investment companies and 
to make loans to state and local development companies. 


Banker—baiting Rep. Wright Patman (D., Tex.) has introduced a resolution 
calling for a Congressional investigation of "the nation’s money and credit 
systems." A similar Patman resolution was voted down last year. 

The Committee for Economic Development, meanwhile, has announced formation 
of a 25-man, non-governmental National Commission on Money & Credit, which will 


undertake a "thorough survey of U. S. public and private monetary and financial 
policies and institutions." 


Backgrounds of the CED commission members promise an authoritative, high- 
level effort. It is expected that the study will take about three years. 


A 6 per cent increase in net current operating earnings and a 25 per cent 
decrease in net charge-offs combined to boost net profits of the nation’s 13,165 
insured commercial banks by 13 per cent in 1957, FDIC reports. Dividends rose 
10 per cent... A fifth cut in the Federal Reserve discount rate is now almost 
certain and a fourth reduction in bank reserve requirements is quite possible. 
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rs 


making a 


grand slam 


last 


night... 


Continental Illinois’ night staff processed 
4,500 cash items 


If you’re particularly adroit at bridge (and 
discarded correctly), you might have played 
and made this seven hearts bid in about 
nine minutes. 


In the nine minutes you were pleasing your 
partner, we were pleasing our correspond- 
ent banks by processing over 4,500 cash 
items. Such speed and volume at the 
Continental Illinois means many of their 


checks mailed to us in the afternoon become 
available funds the following morning. 


“This valuable service by our night staff has 


won the Continental Illinois hundreds of 
enthusiastic correspondents from coast-to- 
coast. If you would like to enjoy such im- 
portant advantages, too, call on us any- 
time—or we'll be glad to discuss it with you 
in your office. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 


Lock Box H, Chicago 90 
Member Federal Deposit Insurance Corporation 
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INSTALMENT CREDIT TODAY 


‘‘We Have Less to Fear Than a Year Ago”’ 


A veteran observer of the consumer instalment credit scene discusses the 
impact of the recession, velocity, liquidity, rates, earnings, dealer relations, 
opportunities for training and advancement, some unfounded prejudices, 
and the need for research and study. 


often criticized than praised. In 

the minds of some it is a new 
way of merchandising, while to others 
it is merely a means of burdening the 
wage earner with indebtedness that he 
would do far better to avoid. But to 
those who see and understand con- 
sumer instalment credit in all of its 
ramifications, it is an integral part of 
our economy that has added im- 
measurably to our production and use 
of consumer durable goods, hence to 
the welfare of all who produce and use 
them. 


Coren instalment creditismore 


In 1955, when increased sales of 
automobiles combined with longer 
terms to cause a steep rise in the 
amount of instalment credit outstand- 
ing, there were many who predicted 
that a business recession would bring 
staggering losses and ultimate collapse 
to the instalment credit industry. To 
date, there isn’t the slightest indica- 
tion that anything of the kind will 
ever occur. The somewhat sagging 
condition of our economy has neces- 
sitated increased collection activity, 
and losses in 1958 will doubtless be 
slightly higher than those experienced 
in the year previous, but it is the 
writer’s firm belief that instalment 
portfolios in general are now and will 
remain sound and profitable. 

A factor that has contributed in a 
very important way to that condition 
and one that is too often overlooked, 
is the tremendous velocity of instal- 
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By KENNETH R. WELLS 


Vice President, American National Bank 
and Trust Company of Chicago 


Word of the untimely death 
of Mr. Wells on June 8 was 
received as this magazine was 
about to go to press. Re- 
flected here are the qualities 
that made him a man of sta- 
ture, both in his chosen field 
and out of it. 

—Editor 


ment credit. The amount repaid each 
year is substantially in excess of the 
amount outstanding at the end of the 
year. For example, the amount repaid 
in 1957 was $40 billion, while the 
amount outstanding at the end of that 
year was only $34 billion. In the three 
years, 1955-—6—7, the families of Ameri- 
ca were repaying $111 billion at the 
same time that they were incurring 
$121 billion of new instalment in- 
debtedness. 


People Want to Pay 


Notwithstanding the considerable 
amount of unemployment that pre- 
vails in certain segments of our econo- 
my, our delinquency ratios have thus 
far shown no material increase, and 
this seems to be true in most parts of 
the country. This is due, in the writer’s 
opinion, to the very thorough investi- 
gation to which applicants for instal- 
ment credit are subjected by most 
lenders. The collection systems em- 
ployed, moreover, are excellent. But 
most important of all, and the funda- 


mental reason for the soundness and 
profitability of consumer instalment 
loans, is the inherent desire of the 
average family to meet its obligations. 

That desire, of course, must be 
coupled with capacity, and it seems 
appropriate to address a few com- 
ments to the need for a change in our 
appraisal of the factors affecting such 
capacity. The factors customarily con- 
sidered in reviewing credit applications 
are the amounts owed by the appli- 
cant, his paying habits, length of resi- 
dence at present address, occupation 
and length of employment, income, 
property owned, and marital status. 
Applicants with good paying records 
and long periods of employment and 
residence have been heavily favored 
during the past several years. 


Ability No Better Than Capacity 


These are still important criteria, 
but their relative importance has been 
somewhat diminished with the slow- 
ing down of economic activity and in- 
creasing unemployment. Whatever 
else may be true of a borrower, his 
ability to pay can be no better than 
his capacity to pay, and a record of 
prompt payment in an extended period 
of prosperity isn’t at all conclusive 
proof that it will endure in a period of 
rough going. A period of long employ- 
ment may have been in an industry 
that is about to lay off its workers, 
and continued residence at a given 
address may be jeopardized by circum- 
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stances forcing a change of employ- 
ment to some far distant point. The 
applicant’s equity in his home could 
disappear with a decline in property 
values. And if he is some distance re- 
moved from his previously established 
habitat, as indicated by the address of 
his nearest relative, that may be taken 
as increasing the possibility of a sud- 
den and unannounced departure. 

So it is important today, as always, 
to make sure that we have a debtor of 
good character and continuing capaci- 
ty to pay. But, with these facts firmly 
established, we have less to fear from 
untoward events in the present phase 
of the economic cycle than we had a 
year ago. We can see far more clearly 
and weigh with far greater accuracy 
than we could then the factors that 
make for credit worthiness in indivi- 
dual situations, and are no longer un- 
der the necessity of discounting the 
eventuality of a recession. It is here 
for all to see, and it only remains for 
us to make the most of what we find. 


Auto Loans Half of Total 


To this end, it might be well to 
consider a few of the facts regarding 
consumer instalment credit. The total 
of such credit outstanding at the end 
of February of this year according to 


the Federal Reserve Board, was ap- 
proximately $33,300 million, made up 
of the following: 


Repair and modernization 
$2 billion 
Personal loans 8 billion 
Other consumer goods 
8 billion 
15 billion 
The fact that nearly half the total 
is accounted for by sales of automo- 
biles is most significant, both to the 
instalment credit industry and to the 
economy in general. Especially is this 
true in light of the fact that, accord- 
ing to figures supplied by the Automo- 
bile Manufacturers Association, 67 
million of the 166 million cars and 
trucks produced in this country since 
1900 were still on the road at the end 
of 1957. Twenty million of the 56 
million passenger cars then on the 
road, according to the same source, 
were over five years old and one out 
of 22 was a pre-World War II model. 
About four million passenger cars with 
an average age of 12 years are scrapped 
each year. 
It is also worth noting that 65 per 
cent of the 5,300,000 new cars and 61 
per cent of the 8,900,000 used cars 
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sold in 1956 were financed by means 
of instalment loans. The figures for 
1957 have not yet been published, but 
it may be assumed that somewhat the 
same proportions of sales in that year 
were similarly financed. Instalment 
loan policies, in other words, have had 
and will continue to have a vital 
bearing on the volume of car sales in 
all categories. 


That the influence of instalment 
loan policies as regards car sales ex- 
tends into all segments of our econo- 
my is quite apparent when it is con- 
sidered that the automobile industry 
in 1956 purchased 42 per cent of all 
the sheet steel, 42 per cent of all the 
lead, 28 per cent of the zinc, 65 per 
cent of the natural rubber and nearly 
the same proportion of all synthetic 
and reclaimed rubber produced in 
that year. 


Of the $33 billion of instalment 
credit outstanding at the end of Feb- 
ruary of this year, nearly $1214 billion 
was held by commer¢ial banks; about 
$914 billion by sales finance compan- 
ies; $41% billion by retailers of all 
kinds; over $3 billion by licensed lend- 
ers (sometimes referred to as small 
loan companies); $2'% billion by 
credit unions, and over $1 billion by 
miscellaneous lenders, consisting for 
the most part of savings and loan 
associations. 

Considered superficially, the fact 
that the banks hold the largest share 
of the country’s outstanding instal- 
ment credit would indicate that they 


have done a good job of convincing 
the man on the street that he can 
look to his bank for his credit needs. 
But the matter is put in a different 
light when the rate of increase in the 
amount of such credit held by com- 
mercial banks is compared with that 
of various other lending agencies. 


In 1950, by which time the banks 
were well entrenched in this field, they 
held 40 per cent of all instalment 
credit. Today they hold only 37 per 
cent. In the same period the total 
amount of instalment credit increased 
249 per cent, whereas the amount held 
by banks increased only 219 per cent, 
that of licensed lenders 259 per cent, of 
other lenders 205 per cent, and of 
credit unions 411 per cent. The only 
segment of credit holdings that did 
not show a material increase was that 
held by retailers. 


Ads Fail to Convince 


A possible explanation of this rela- 
tively unfavorable showing is that 
bankers have never effectively told 
their instalment credit story to the 
general public. Our ads are likely to 
say, for example, ‘“We make loans to 
qualified borrowers,” or “We make 
loans for legitimate purposes to steadi- 
ly employed credit-worthy borrow- 
ers.”’ The small loan company’s ad- 
vertising, on the other hand, can be 
summed up in one phrase: “Your 
credit is good at the Friendly Loan 
Company.” It could be quite readily 
inferred that these companies stand 
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ENTRANCE 


A Floor plan shows how cireular vault 
frees space inside, allows graceful sweep 
of tellers’ counters. 


Mosler safe deposit boxes and tellers’ lock- 
ers are designed for beauty and efficient 
utilization of space. Bank also has Mosler 
Night Depository. v 
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Unique Mosler vault 
goes outdoors... 


gives Marine Trust Company extra room inside / 


Big business requires a full size vault. Problem: Small building. What 
to do? 

The Marine Trust of Western New York with the help of architect 
Milton Millstein of Buffalo and The Mosler Safe Company, used space 
that wasn’t there for the vault at its Cheektowaga office. First, they made 
it circular. Then they placed it half inside, half outside the building. 
The result: a full size vault in half the space normally required; a bank 
floor of airy spaciousness impossible with conventional construction. 

The vault is steel-lined and protected by Mosler’s magnificent Cen- 
tury-7 door, framed with stainless steel architrave. It’s the center of 
attention in the banking area. 


PROBLEM SOLVING—A MOSLER SPECIALTY 


From auto banking to the largest vaults and doors, Mosler design and 
manufacturing experience is at your service. In auto banking, for exam- 
ple, Mosler can advise on suitable installations and layout. 


Write for Mosler’s “AUTO BANKING IDEA BOOK” and information 
on any kind of banking equipment. 


Integrated Banking Equipment by 
THE MOSLER SAFE COMPANY 


Dept. B, 320 Fifth Avenue, New York 1, N.Y. 
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ready to loan money to poor credit 
risks, and even to chronic deadbeats. 

This type of advertising convinces 
the man who has a reasonable credit 
background that he will be welcomed 
with open arms by the licensed lend- 
er, while the more conservatively 
phrased bank advertising induces a 
fear that he couldn’t possibly qualify. 
There can be no doubt that most 
people assume that banks have a 
much higher credit standard than 
other types of lenders. The facts, how- 
ever, do not support this assumption. 
One former small loan official who is 


now heading an instalment loan de- 
partment in a very large bank has told 
the writer that 95 per cent of all the 
loans handled by his former company 
would meet the bank’s requirements. 
Although they doubtless take some 
borderline risks that a bank would re- 
ject, most of their business would be 
accepted by any lender. 


The task of convincing the average 
individual that his credit is good at 
the bank, that his loan would in fact 
be welcomed, calls for more research 
and study than has ever been given 
it. Some of this effort could well be 
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directed to a careful study of word 
meanings, to the end that the words 
used in bank advertising may actually 
convey the meaning intended to the 
reader or listener. 


When we use such phrases as ‘“‘quali- 
fied borrowers” or “legitimate credit 
needs” we should ask ourselves if we 
are not ruling our banks out in the 
minds of many good potential cus- 
tomers. They, of course, have no way 
of knowing that is meant by the word 
“‘qualified,’’ and are likely to read into 
it a degree of severity that is not at 
all intended. A prospective borrower 
might well wonder whether or not a 
son’s college tuition would constitute a 
“legitimate credit need,’”’ according to 
the banker’s definition of the term. 

There are indications that some 
bankers have been too largely moti- 
vated in their decisions regarding in- 
stalment credit applications by their 
own notions as to the propriety of the 
uses to which the credit applied for is 
to be put. One such instance that has 
come to the writer’s attention con- 
cerns the rejection of an application 
for an FHA loan with which to finance 
the installation of a combination oil 
burner, furnace and blower, notwith- 
standing the fact that the applicant’s 
credit status was in all respects all 
that it should be. The reason, as 
stated by the bank’s president, was 
that ‘Bill Jones doesn’t need such a 
good furnace. It is better than the one 
I have in my own home.” 


No Place for Prejudices 

This is an unusual case, but all too 
many applications have been rejected 
for no better reason. There have al- 
ways been unfounded prejudices 
against this and that type of loan, 
and as new products have come into 
the market, there have been new 
prejudices to overcome. We have 
learned, however, that the nature of 
the product involved is the least im- 
portant of all the factors with which 
we have to deal, so long as the bor- 
rower really wants it. 


We have learned, too, that if we are 
fully aware of the hazards presented, 
and are prepared through our method 
of control and credit extension, in- 
cluding dealer analysis and investiga- 
tion, to avoid acceptance of unsound 
paper, we can safely leave the choice 
of product up to the borrower. So we 
are today financing nearly all of the 
items that have figured in instalment 
credit transactions in the past, and 

(Continued on page 40) 
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Investment Survey 


Governments « Municipals * Corporates 


By William B. Hummer 


Much as an alert soldier once responded to the clarion call of his bugler, 
the bond markets have been jolted from their June lethar by the Federal Reserve 
Open Market Committee. A forward march is signalled for summer months. 

This authority’s persistent buying of bills, combined with lagging private 
demand for credit, has caused: 

(1) The 90-day Treasury bill rate to decline and remain well under 1 per 
cent; (2) all other money market rates to touch four-year lows; (3) free reserves 
of reporting banks to average more than $500 million for the past three months, 
against substantial net borrowed reserve positions in late 1957. 


Precedent-—shattering in its rapidity, the money market has returned to the 
pervasive, active ease of the early 1940s. Still further ease is indicated. 

The meaning of this to holders of intermediate—term and long-term Treasury, 
municipal and corporate bonds is clear. 

Yields have declined most spectacularly this year in the shortest—term 
sector. Banks and other institutions have been forced to move out into somewhat 
longer range to maintain earnings. Therefore, returns on intermediate Treasurys, 
such as the 4s of August 1962, have declined about 0.70 per cent since yearend. 
But yields on longest-—term issues, such as the 3 1/4s of 1983/78, have edged down 
only about 0.10 per cent as this is written. 

The spread between shortest and longest Treasury yields is now the widest 
in 20 years. Inevitably, this gap should be closed somewhat as active monetary 
ease continues and investors are forced to lengthen maturities to avoid being 
starved in the short-term market. 

This does not mean that yields of bonds will return to the levels of 1954, 
when long-term Treasuries carried a 2.75 per cent yield; memories of 1955-57 
are too keen in the minds of portfolio managers. Nevertheless, actions to ease 
credit and the immediate outlook for the capital markets do augur very well for 
bond prices in the summer months. 


Since a crash anti-recession program of massive spending has been discredited, 
monetary policy becomes more important than ever. The Fed will be unsparing in its 
efforts to maintain maximum ease, but will not be rash. 

For example, confident that the more than 3 per cent plunge in the bill rate 
in less than six months will in time bring about a gradual easing of long—term 
yields, the authorities have resisted promptings to buy long—terms in the open 
market and most certainly will not do so. 


Instead, the Fed will rely on aggressive purchases of bills and doubtless 
will effect another cut in the discount rate below the current 1 3/4 per cent 
level (which will be the fifth reduction since November). 


Similarly, another reduction in reserve requirements, slight but signifi- 
cant, is anticipated. This will help offset further the drain of more than $1 
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billion in gold, and a like volume in reserves, to Europe this year. Moreover, this 
is believed an opportune time to lessen the 1 1/2 per cent disparity between reserve 
requirements of New York and Chicago banks and reserve city banks. 

Money supply has responded sharply to Federal Reserve actions. Total 
deposits and currency outside banks soared to a new high of $228.4 billion on 
May 1, up $8.8 billion above a year earlier. During all of 1957 the gain in money 
supply was but $4.4 billion and in 1956 was $4.6 billion. 


An expected summer letdown of importance in corporate and municipal bor- 
rowings will be offset poy federal government financing. The Treasury will be as 
busy as a proverbial beehive as the usual groups troop to Washington to advise. 

Next big chore for the Treasury will be the refunding August 1 of $11.5 
billion 4 per cent certificates. Considered at the same time will be the refunding 
of $3.8 billion 2 1/4s and $927 million 2 3/8s called for payment September 15. 
Thus, a total of $16.2 billion, of which $9 billion is publicly held, will be 
involved. This will make the actual refinancing task about the same as in this 
month’s refunding. Announcement of terms should be expected around mid—July. 

Then, without a breathing spell, the Treasury will go into the market in 
August for an estimated $3.5 billion in its first cash financing of the new fiscal 
year. While it is too early to speculate on the terms of these operations, it 
is obvious that the decision will be made against a background of economic decline 
and reduced borrowings by corporations and municipalities. 

The refunding should therefore be as resounding a success as was the June 
operation, even if the new issues are marketed at a somewhat lessened interest cost. 

The June refinancing was an example of shrewd debt management, with attri- 
tion eliminated by careful, generous pricing and the average maturity of the debt 
maintained at about 5 years through inclusion of the 27-year 3 1/4s in the cash 
borrowing. Many banks divided their choice in the refunding between the 1l-—month 
1 1/4s and the 6-year, 8-month 2 5/8s. They reasoned that another period of 
anti-inflationary campaigning may well occur before 1965, do not want to concen— 
trate holdings beyond five years. 

Such policy by banks, plus keen memories of large depreciation in port- 
folios in 1955-57, will make the Treasury’s job no easier in huge deficit financing 
operations that lie ahead, in that the debt managers prefer to sell longer issues. 

The Treasur robably must raise more than $15 billion in new funds before 
the end of 1959. Until business turns upward, this will be raised without an 
upturn in interest rates, because reserves will be made available to enable banks 
to buy governments. (Reporting banks already have increased holdings of Treasurys 
by $4.4 billion since September. ) 


Municipal bonds have been firmer and the outlook is for a stronger 
market as new borrowings diminish substantially. New financing, which reached 

a record $2 billion in the first quarter, has tapered off in the current quarter 
and should continue to decline in the next three months. The yield curve remains 
very sharp, with short maturities in great demand by banks. Among major issues 
scheduled are $49 million New York States and $25 million Maryland roads. 

The yield spread between Moody’s Aaa corporates and taxable Treasurys 
widened to 0.70 per cent at the end of May; this favorable comparison, together 
with an expected sharp reduction in corporate borrowing in the capital market, 
indicates continued firmness the corporate bonds. Utilities dominate a 
light calendar, with $40 million United Gas debentures, $30 million Northern 
States Power firsts and $60 million New York Telephones among headliners. 
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Small Business Credit— 
A New Frontier 


The problem of meeting the long-term credit and equity 
capital needs of small business will yield to attack by the same 
forces and techniques that have made the extension of inter- 
mediate-term credit to businesses and long-term mortgage 
credit to individuals an important and accepted part of today’s 
commercial bank lending activities. 


By J. L. ROBERTSON, 


Member of the Board of Governors of the 
Federal Reserve System 


Editor's Note: In an address made be- 
fore the seventy-first annual convention 
of the Kansas Bankers Association, 
Mr. Robertson commented at some 
length on the importance, numerically 
and otherwise, of the nation’s small 
businesses, and the urgent need for pro- 
viding more adequately for their credit 
needs. He made substantial reference 
to the recent study of the financial prob- 
lems of small business made for Con- 
gress under the direction of the Federal 
Reserve System, in which “‘systematic 
efforts were made 1) to examine and 
correlate existing information on small 
business and its problems, and 2) to 
obtain new information directly from 
those who finance it.””, (May 15 Bank- 
ers Monthly, p. 17) “These two ap- 
proaches,” he added, “‘are now being 
supplemented by a third one—a ques- 
tionnaire survey of small businesses 
themselves, Covering their financing 
practices and difficulties.” 

Against the background thus estab- 
lished, Mr. Robertson devoted the re- 
mainder of his address, presented in the 
following extract, to a discussion of his 
principal theme, ‘‘A Challenge to our 
Financial Community.” 


basis of the information now 
available is that there is a small 
business financing problem, that it 
lies largely in the long-term area, and 
that it cannot be solved with existing 


T" best guess we can make on the 


financing arrangements. The prob- 
lem may turn out to be more serious 
or less serious than we now think it is, 
but we can find out only if we are will- 
ing to make some pioneering effort 
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of the kind and quality that took place 
nearly a century ago.in that portion 
of the middle west typified by my 
home town of Broken Bow, Nebraska, 
and thousands of other places like it; 
pioneering of the kind that changed 
the “‘western frontier’’ into the bread- 
basket of the nation. 


The financing of business, agricul- 
ture, and individuals has always in- 
volved pioneering and experimenta- 
tion and, as you are thoroughly aware, 
over the years we have made a great 
deal of progress in developing new 
methods tailored both to the needs 
of the borrower and the safety and 
liquidity requirements of the lender. 


Improves Short-Term Risks 


While long-term financing of small 
business is largely outside the present 
range of commercial bank lending, 
the problem of filling this gap must 
concern bankers. For one thing, 
your short-term small business borrow- 
ers are better credit risks if their capi- 
tal and long-term financing are ade- 
quate for the nature, size, and vola- 
tility of their operations. At many a 
loan officer’s desk, frustrated borrow- 
ers have learned the truth of Ben 
Franklin’s maxim that “A light purse 
is a heavy curse.” 


A frequent reason for turning 
down otherwise worthy applicants is 
inadequate capital protection. In 
our recent interviews with commercial 
banks, we inquired why loan applica- 
tions from small businesses were re- 
jected. The reason cited most fre- 
quently—by over 90 per cent of the 
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banks interviewed—was “‘insufficient 
owner’s equity.” ‘Requested ma- 
turity too long’”’ was cited by 70 per 
cent. If a way could be found to en- 
able small businesses to obtain ade- 
quate capital and long-term credit, 
more businesses would be more credit- 
worthy, to the benefit of the size and 
quality of the loan portfolios of com- 
mercial banks. 

Also, bankers should be concerned 
that the financing gap appears to be 
particularly serious—as might be ex- 
pected—in the case of new enterprises 
and expanding ones, because these 
represent the most dynamic elements 
in our small business universe. They 
are the small businesses with the 
greatest potential for contributing to 
raising our standard of living, and to 
strengthening our economic and mili- 
tary position as the free world’s leader. 
Their health and growth is very im- 
portant to the health and growth of 
our economy—a matter of great signi- 
ficance to us all, bankers and non- 
bankers alike, including our friends 
and allies abroad. 

Another reason why bankers should 
be interested in this long-term financ- 
ing problem is that a way may be 
found for them to participate in filling 
the gap. Their knowledge of local 
businesses should be very valuable in 
helping to select those which need 
assistance. In addition, a method 
may be developed that will enable 
them to finance the long-term needs 
of small businesses. 


Today most banks do not advance 
long-term credit to small businesses 
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A Bank 


iS as strong 
as tts staff 


Which means you'll find no 
stronger bank in Texas than First 
City National. 


Many of our officers have grown 
up in the Bank; others were brought 
in to round out our capabilities with 
their specialized knowledge. Their 
names are familiar to bankers across 
the nation. Collectively, they form 
a staff outstanding for its experience, 
initiative and leadership. 


When you select your Houston 
correspondent, keep this in mind. 
From an exceptionally strong staff, 
you can expect exceptionally helpful 

- correspondent service. 


EE EtS' ET CEE’ 
ERA Fre oF Hous) 


7 BLA RT HH 


(REE BERERETEIT 


June 15, 1958 





because the risks are too great, the 
maturities too long, and the costs too 
high to provide the safety, the liquid- 
ity and the return which responsibil- 
ity to their depositors requires. You 
will remember, however, that an 
equally strong case could once be 
made against other types of loans 
that are now an important and ac- 
cepted part of commercial bank lend- 
ing activities. I am thinking par- 
ticularly of the extension of inter- 
mediate-term credit to businesses and 
long-term mortgage credit to indi- 
viduals. What happened, as you 
know, was that new ways of lending 
were developed that provided . ade- 
quate safeguards and made term 
loans and real estate loans acceptable 
and appropriate outlets for bank 
funds. It could happen again! 


Government Can Coordinate 


A single commercial bank, or a 
single savings institution, cannot con- 
duct a major lending experiment with 
funds that have been entrusted to its 
care. It can, however, often par- 
ticipate in an experiment undertaken 
on a nationwide basis, when there is 
a coordinating organization to do the 
pioneering work of ferreting out the 
specifics of the problem, helping set 
up a program to meet it, providing 
safeguards to reduce the risks and 
help cover the operating losses, es- 
pecially in the early stages of the 
program. 


This is where government has in 
the past played a vital role. The 
primary purpose of many of its as- 
sistance programs was to relieve an 
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emergency _situation such as_ the 
mortgage foreclosures and business 
loan defaults of the early thirties. 
In most cases, however, these emer- 
gency programs—generally develop- 
ed in cooperation with private lend- 
ers—introduced and established the 
feasibility of new financing methods 
that were gradually adopted as per- 
manent additions to our private lend- 
ing tools after the emergency was 
over and the government partially or 
wholly out of the picture. This role 
of innovator—or catalyst, if you 
will—is an appropriate and desirable 
function for the government to per- 
form. 


A large dollar amount of govern- 
ment loans to small business is not 
the desired goal. In fact, I would be 
reluctant to see the government in- 
crease its activity as a lender of tax- 
payers’ money to selected groups. I 
would dislike to see extension of un- 
desirable government subsidies—even 
to small businesses. I am not in 
favor of any program that would 
serve only to prolong the life of un- 
economic business units. I would 
not favor any program which would 
impose obligations on the Federal 
Reserve System to lend or allocate 
funds in this field because its ability 
to perform its basic central banking 
function might be impaired thereby. 
But I am in favor of the government 
initiating new, needed, sound pro- 
grams, that are designed to encourage 
private funds to come in at the start 
and in time to take over completely. 

This is the role envisaged for the 
government in a number of bills now 
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pending before the Congress that deai 
with the problem of providing long- 
term credit and equity capital to 
small businesses. These bills vary 
considerably as to the way the pro- 
grams they propose would be organ- 
ized and administered, but most of 
them are aimed at a limited financial 
contribution by the government and 
maximum participation by private 
enterprise. 


This should be an essential feature 
of any program to provide long-term 
credit or equity capital to small busi- 
nesses. Except possibly in the early, 
experimental stages of the program, 
the government should not be involv- 
ed in deciding which specific business 
units are to receive assistance. Nor 
should it make a practice of using 
public funds to acquire a direct owner- 
ship interest in private businesses. 
Decisions like these should be made 
by private investors operating with 
private funds. 


A Hard Nut to Crack 


I have no idea, of course, what kind 
of program will be adopted by the 
Congress—or when—but I am sure 
that some action to alleviate the 
problem will be taken. I also have 
no idea what new long-term financing 
arrangements may come out of such 
a program. This looks to me like a 
hard nut to crack. But we have 
cracked others, with what must have 
seemed—after they were developed— 
like very simple and obvious tools. 


Before the days of the regularly 
amortized real estate loan, the prob- 
lem of finding a way to assure that 
farmers and home owners would be 
able to pay off their mortgages, when 
they finally fell due, must have seem- 
ed impossible of solution. But a 
solution was found, and with the in- 
troduction and refinement of the 
amortized mortgage, by government 
and private lenders, lending that had 
been too risky for commercial banks 
to undertake in large volume be- 
came an acceptable and substantial 
part of bank loan portfolios. The 
term loan that was developed under 
the Reconstruction Finance Corpora- 
tion loan program and refined by 
commercial banks is another example. 
Government agricultural loan pro- 
grams have been effective in demon- 
strating how loans to farmers can be 
tailored to fit particular needs. 


Long-term financing of small busi- 
ness is, as we know, costly and risky 
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under present lending techniques. 
In order to discover the best way to 
bring down the costs and reduce the 
risks, we need a program that would 
be frankly experimental in the be- 
ginning. After a period of experi- 
ment and experience, a_ financing 
method might well emerge that not 
only would expand our inventory of 
lending techniques and provide a 
sound and profitable outlet for the 
funds of banks and savings institu- 
tions, but—perhaps most important 
of all—would help greatly to correct 
a persistent weakness in our economy. 


A Job for Private Enterprise 


I feel sure that—if they are willing 
to think hard enough about the prob- 
lem—bankers and other lending and 
investing groups can help to develop 
some way of facilitating the flow of 
long-term investment funds to credit- 
worthy small enterprises. A _ basic 
characteristic of our competitive, free- 
enterprise, capitalistic economy is the 
extent to which enlightened self-in- 
terest encourages all of us to tackle 
common problems—either together 
or, frequently, in active, productive 
competition with each other. When 
we become satisfied to sit back and 
let the other fellow, or the govern- 
ment, work out solutions for our 
problems, we are doomed—not just 
as individuals, but as a nation. 


As has nearly always been the case, 
today we have many problems to 
solve. This problem of strengthen- 
ing the position and maximizing the 
contribution of our dynamic small 
businesses is just one of them. A 
very serious current problem that 
disturbs us all is that we, the great- 
est economic power in the world, 
have been unable to avoid a recession 
that hurts many of our people, has 
unfortunate repercussions on other 
parts of the world, and provides 
amusement—or more likely, great 
satisfaction—to the nation that is de- 
termined, so her present leader says, 
to bury us. 


Faced with these problems, we must 
remember that Communist Russia has 
challenged us on our own ground— 
industrial production, agricultural 
output, and applied scientific achieve- 
ment. This is no challenge to a chess 
match, or to a gentlemanly debate on 
political systems. This is a contest 
for survival, not just for ourselves but 
for our way of life and that of the 
whole free world. Consequently, we 


June 15, 1958 


cannot afford to be smug or self- 
righteous about the superiority of 
our way of life, or complacent 
about temporary setbacks. 


No Time for Panic 


However, I hasten to add that this 
is no time for panic, either—for 
plunging headlong into programs that 
are ill-conceived or in conflict with 
our democratic principles. And 
above all, this is no time for dis- 
couragement, for giving up the race 
simply because the road ahead is 
long—and has some rough, tough 
stretches. 


/ 


A 


This is the time to buckle down and 
find solutions for our problems— 
economic, financial, political, and so- 
cial. We must work together with 
determination and with minds that 
are open to new ideas, to demonstrate 
that a nation that believes in demo- 
cratic principles of government, a 
nation that encourages private initia- 
tive and respects the worth and dig- 
nity of the individual, can at the same 
time continue to be the strongest na- 
tion in the world and out-distance any 
totalitarian state in providing the 
good life for all its citizens. 
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No Bank Too Small for 


This Farm Program 


The same sound principles apply alike to the 
agricultural development and lending operations 
of every bank, regardless of size. 


By GALEN MORLEY 


Agricultural Representative, City National 
Bank & Trust Company, Kansas City, Mo. 


UCH that has been said on the 
M subject would lead one to 
believe that only a relatively 
large bank can afford to engage the 
services of an agricultural repre- 
sentative; and banks throughout the 
country have been all too ready to 
accept that view of the matter. But 
I know a bank with resources of 
approximately $114 million in a 
town with a population of 420 that 
made an F. R. (farm representative) 
program pay off in a big way. There 
is abundant evidence, moreover, that 
a resourceful fieldman could give a 
good account of himself in an even 
smaller bank. 


The bank in question is the First 
National Bank of Thayer, Kans. 
_The agricultural representative until 
six months ago was myself. The 
man who decided to hire me was 
Harry Rash, president of the bank. 


My earliest recollection of things 
agricultural are of the farm near 
Belleville, Kansas, on which I was 
born and reared, and my later par- 
ticipation in 4-H and F. F. A. activi- 
ties. There followed periods of em- 
ployment as a feeder of registered 
cattle, as assistant county agent, 
as assistant county supervisor for 
the Farmers Home Administration, 
as developer and operator of an 
irrigation farm, and as a part-time 
field supervisor for a poultry com- 
pany. 

With his area entering a really 
trying period, Mr. Rash knew that 
many of his customers would be 
able to remain on their farms only 
if they did just the right job of 
managing their cattle, soil building, 
and other programs, and that their 
credit needs would have to be care- 
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fully handled. His section of the 
country was experiencing one of 
the worst droughts in its history, 
cattle prices were low, and con- 
ditions were generally unfavorable. 


Right Answers Worth the Cost 


The strong tendency in such a 
situation would be to retrench—to 
look for opportunities to curtail 
expenditures—but Mr. Rash knew 
that the only real answer to the 
problems facing the bank and its 
customers lay in the application of 
farming methods and techniques that 
were tailored to the job at hand. 
He realized that the establishment 
of an F. R. program would be a bit 
costly, but he also knew that too 
many wrong answers might readily 
prove far more so. 





In the course of my first year at 
Thayer I made 320 actual farm calls, 
and attended 95 farm meetings, 
many of them at night, for a total 
of 415 separate occasions on which 
I met with one or more farmers. 
A number of farm sales and field 


days are included in this total. 
Also included are many meetings 
held for the purpose of organizing 
a local 4-H Club and the develop- 
ment of a 4-H and youth loan pro- 
gram. 

The youth loan program was initi- 
ated with a view to stimulating 
interest in the development of better 
livestock in our area. The term of 
the loan was made to coincide with 
the period required for the comple- 
tion of the project or the marketing 
of the product involved. The rates 
charged were 2 per cent below the 
prevailing average of farm rates. 
Only the youth’s signature was re- 
quired. 

The youth loan program has made 
it possible for many of the young 
people in our area to own live stock 
of high quality. The program’ in- 
cludes an annual show and auction, 
with the bank and other supporters 
of the project participating in the 
bidding. Animals purchased with 
youth loan funds gave a consistently 
good account of themselves, and 
the value of the program was thor- 
oughly established. 

Another phase of our farm repre- 
sentative program centered on the 
maintenance of a farmers’ bulletin 

(Continued on page 32) 
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all over the world 
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tomers like the safety, convenience; and each 
denomination ($10, $20, $50, $100) is a different 
color for faster identification. Naturally, there’s 
full refund if lost or stolen. 


Forging? Practically impossible... every 
check is printed so that the casher must cover 
the original signature in countersigning. 


Why not call us about Travelers Checks... 
and the many other services we offer? You’ll 
find really helpful “bank to bank’’ assistance 
coming from the world bank with the mid- 
western accent—The First National. 
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The First National Bank 


of Chicago 
Travelers Checks 


Dearborn, Monroe & Clark Streets 
Building with Chicago since 1863 
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IT’S BANKING’S MOST COMPLETE ELECTRONIC BOOKKEEPING MACHIN 


Yes, banking’s most complete electronic bookkeeping bined fields of electronics and automatic bank accounti 
machine—by far. Not only that, the most complete it’s years ahead of its time in both concept and functi 


functionally, most fully automatic and most compact, too. : . , : 
For even greater efficiency in your bank’s operations, 


Here, from Burroughs, is the electronic bookkeeping vestigate the Burroughs Electronic Bookkeeping Machi 
machine that’s built to do more for you, do it faster, do capabilities. Call our branch office for the detatled s 

it more accurately and at less cost, than anything else Burroughs Corporation, Burroughs Division, Detroit! 
around. A product of Burroughs leadership in the com- Michigan. 


Burroughs 


Burroughs Corporation 
“NEW DIMENSIONS / in complete bank automation” 
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rack in the bank’s lobby. This rack 
was kept well supplied with a con- 
stant flow of the latest agricultural 
bulletins emanating from the De- 
partment of Agriculture, Kansas 
State College, and other sources. 
Since the bank was located near the 
eorners of four different counties, 
the offices of our county agents 
weren’t too readily accessible to our 
farmers, and this added point of 
exposure did much to encourage the 
latter to avail themselves of the 
valuable information and advice con- 
tained in these bulletins. Many hun- 
dreds of the bulletins were distributed 
in this manner in the course of a year. 


Since the area served by our 
bank had been almost exclusively 
engaged in the production of grain, 
the need for the soil-building practices 
and diversification that only a live- 
stock development program would 
afford was quite obvious. Emphasis 
upon the importance of livestock to 
a well rounded farming operation 
accordingly became one of the major 
phases of our over-all promotional 
activities. 


A Profitable Cattlemen's Day 


One of the most successful events 
sponsored by the bank as an ouw}- 
growth of this effort was Cattle- 
men’s Day, which included a tour 
of the feed lots of several partici- 
pating farmers. The history of each 
of the projects viewed and the re- 
sults attained were carefully analyzed. 
Kansas City commission men were 
on hand to provide answers to 
questions regarding the marketing 
and grading of cattle, and were other- 
wise helpful in conducting the tour. 
Attendance was excellent, and many 
cattlemen were influenced by what 
they saw and heard to change to a 
more profitable cattle program. 


An example is found in the case 
of a young farmer who was milking 
a few cows, selling their calves as 
veal, and otherwise devoting his 
efforts to the production of cash 
crops. This proved to be an un- 
profitable program, and his line of 
credit had shown no reduction for 
several years. But the counsel he 
obtained in the course of his at- 
tendance at a Cattlemen’s Day and 
later caused him to adopt a com- 
pletely revised plan of operation. 
The result was a deferred steer 
program which enabled him to mar- 
ket all the feed he produced through 
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livestock. His operation thenceforth 
showed a consistent profit that was 
regularly applied on his indebtedness. 


All Fertilizer Loans Approved 


Another program highlight was 
the bank’s annual fertilizer meeting, 
held in the early spring of each year. 
Last year’s attendance was the high- 
est ever, with 125 farmers and 
agricultural leaders present to hear 
nationally recognized fertilizer ex- 
perts present material on the latest 
developments in their field. We re- 
garded a sound fertilizing program 
as the most constructive in which 
our southeast Kansas farmers could 
engage, and we never rejected an 
application for a fertilizer loan. 


One incident proved the value of 
fertilizer very convincingly. A farm- 
er customer was borrowing money 
to top dress his wheat in the spring. 
He also farmed the land next to 
him but his landlord did not want 
to spend the $4 per acre that this 
would require. At harvest time our 
customer’s wheat outyielded that 
grown on the adjoining farm by 10 
bushels per acre. With wheat at $2 
per bushel one can readily see the 
sound economics of fertilizer ap- 
plication. 


These activities resulted in many 
intangible benefits that will be sure 
to be reflected in the bank’s earn- 
ings as time goes on, and there was 
at least one very tangible result— 
the bank’s agricultural loan volume 
showed an increase of 33 per cent, 
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One of the first, year’s 320 calls. 


This not only added directly to the 
bank’s income, but did much to 
improve the amount and stability 
of the borrowing farmers’ earnings, 
hence the soundness of our loan 
portfolio as a whole. Another result 
most important to our bank was 
the strengthening of existing agri- 
cultural loans. The program was 
helpful to non-borrowers as_ well, 
and its benefits were felt throughout 
our business community. A portion 
of the increased volume mentioned 
consisted of loans to new customers 
who were attracted to the bank by 
the added service obtainable through 
its farm representative program. 

It goes without saying that the 
intimate knowledge of our agricul- 
tural customers’ operations that came 
to us as a natural outgrowth of our 
farm representative program enabled 
us to do a much more intelligent 
and constructive job of meeting 
their credit needs than would other- 
wise have been possible. 

My recently established connec- 
tion with the City National Bank & 
Trust Company of Kansas City will 
make it possible for that bank to 
better assist its nearly 1,000 cor- 
respondents in handling their agri- 
cultural business. As is true of every 
other aspect of banking, the same 
sound principles apply alike to the 
agricultural development and lend- 
ing operations of every bank, re- 
gardless of size, and it is our purpose 
to promote sound agricultural prac- 
tices throughout the area we serve 
to the utmost of our ability. 
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Every year more and more banks are 
using the check clearing facilities of the 
First Pennsylvania—especially for their 
items payable in the Third Federal 
Reserve District. 

Whether you’re in Spokane, Denver 
or Chicago, or only a few miles from 
Philadelphia, if your Third District 
items reach us by 10 p.m. they’ll be 
processed and delivered by next morn- 


The First 


————— 
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ing to the more than 300 banks which 
nightly receive their checks by fast motor 
trucks. And the number of banks using 
this fast service is growing all the time. 
Wouldn’t you like to have all the de- 
tails of First Pennsylvania’s district and 
nation-wide direct clearing operation? 
Just write or telephone (LO cust 8-1700). 
We'll be glad to tell you how we can put 
this service to work for you right now. 


Pennsylvania 


BANKING AND TRUST COMPANY = BANKING SINCE 1782 


Member Federal Deposit Insurance Corporation 
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Automation Brings New Gains 
To Customer 


New techniques combine with 
traditional methods to open the 
way to expanded services and 
reduced operating costs 


By WILLIAM MEROLLA 


Supervisor, Tabulating Department, 
The First National Bank of 
Jersey City, N. J. 


are saving some large commer- 
cial customers of The First Na- 
tional Bank of Jersey City as much 
as 35 hours of tedious clerical work. 
By spending these two to three hours 
each week with a new system of pro- 
cessing account reconciliation state- 
ments, we have been able to give 
customers using the service the bene- 
fit of a clerical time saving of between 
1,600 and 1,800 man-hours annually. 
This customer service has been 
achieved by a new concept in account- 
ing machine operations which is made 
possible by a combination of Synchro- 
Monroe automatic punching units 
and traditional IBM punched card 
equipment. By means of this combi- 
nation, all information required for 
automatic processing purposes is 
transferred directly to punched cards 
as a by-product of adding machine 
operations. 


T" to three hours of machine work 


Provides Controls, Statistics 


Another application of this card- 
punching by-product of our account 
and control operations is the control 
of checks covering both the dividends 
paid on our own stock and on the vari- 
ous issues held in our trust accounts. 
For this purpose we have set up a 
mechanized system based on a direct- 
to-card automatic punching technique. 
We have been enabled by the use of 
this system to mechanize almost com- 
pletely the issuance of dividend 
checks, share proofing, reconciliation, 
processing 1099’s for the government, 
posting to the stockholders’ ledger, 
statistical breakdowns, and compila- 
tions made for the information of 
both the bank and its customers. 


First step in this process is the run- 
ning of a proof of shares outstanding. 
This is done on adding machines with 
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and Bank 


punching unit hookups. The cards 
used for this purpose come to the 
bank pre-punched with consecutive 
check numbers and dividend identifi- 
cation. As the proving operation 
progresses, all necessary additional 
data is automatically punched on the 


ecard. Such information may include, 


for example, a) number of shares out- 
standing by geographic distribution; 
and b) number of shares owned by in- 
dividuals, which may later be used in 
classifying shareowners by the num- 
ber of shares held. Means are set up 
at the same time for the automatic 


production of the work cards needed 
by the trust department in the dis- 
charge of its functions. 

Another by-product operation is a 
two-card balance setup which has 
greatly simplified our handling of 
savings department deposits and with- 
drawals, including Christmas club, 
vacation clubs, etc. The usual de- 
posit or withdrawal information is re- 
corded on a card which is coded by 
color to facilitate identification. At 
the end of the day’s business these 
cards are turned over to a clerk in the 
tab room who runs a proof on the 


THE FIRST NATIONAL BANK OF JERSEY CITY 


Account Reconciliation Plan Flow Chart 
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Using @ prepunched card check and carbon duplicate, 
the user makes out the payroll check using the same 
equipment that has always been used. No new equip- 
ment is needed. 


Card check goes to employee 


: 


Check cashed ond returned to First National 


Amounts listed on Synchro Monroe tope and simulton- 
eously punched into check by 18M 024 card punch which 
is electrically coupled to the Synchro Monroe. 


‘ 


Checks sorted numerically 


+ 


Pay checks matched 


eo with duplicate cards 


Reconciliation statement to customer shows check 
amounts in numerical order with unpaid checks 
identified, serial number of each check paid, and 
amount paid. 


— 2% 7495 


tn addition, a listing by check number and amount 
of the outstanding checks is provided. 
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All duplicate cards go to bank 


ACCOUNT RECONCILIATION 


ACCOUNT 
NUMBER 


CHECK 


NUMBER OF 
AMOUNT |ECKS 


CHECK 
NUMBERS 
236 7019 
23é 6565 
236 8454 
236 7819 
2% 8609 
236 6859 
23 7078 
26 osse” 
236 7816 
23% 6712 
236 5850 
236 7173 
236 7633 
2% rate 
236 7401 
2% 7418 
2% 7901 


39898 
39899 
39900 
39901 
39902 
39907 
39904 
39905 “ 
399074 
39908 
39909 
399010 
39912 
39913 
39914 
39915 
39916 
39917 


2% 6469 399198 
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no place for your 


Out-on-a-limb is no place for any prudent 
banker. But many of them tell us they 
wound up there because they entrusted 
their new quarters projects to unspecial- 
ized designers and builders. Able though 
they may be, too often these designers 
and builders lack the practical knowledge 
of banking that it takes to plan and 
build a profit-making bank. 

As a result, your project may cost more 
—and produce far less—than it should. 


new quarters committee 


Yet it costs no more to do it right. 
Your new quarters deserve the skilled serv- 
ices of Bank Building Corporation’s team 
of experienced specialists, who have de- 
signed over 3,300 financial projects. Then 
you can be sure that your project will be 
planned to produce maximum results—in 
attracting new business, in holding current 
customers, and in peak operating effi- 
ciency. Don’t go out on a limb—investi- 
gate before you invest! 


OF AMERICA 
ST. LOUIS, 1130 Hampton Avenue 


NEW YORK e« CHICAGO -« 


SAN FRANCISCO -« 


ATLANTA «¢ AUSTIN 


Operating Outside the Continental U.S. as: Bank Building Corporation, International » Subsidiary: Design, Inc. 


Bank Building Corporation's 
specialized planning methods 
give you more for your new 
quarters investment! Send 
today for this new brochure 
that documents actual dollar 
savings realized through plan- 
ning. No obligation, of course. 





figures, thus automatically punching 
the cards with all necessary control 
information as a by-product of the 
proving operation. 

The bank is thus actually perform- 
ing three steps in one: proofing the 
figures, punching the cards with ac- 
counting control information, and 
providing mechanical interpretation 
of the information received from the 
savings teller. 


Payroll Work Streamlined 


Each month the bank processes, in 
addition to its own cash payroll, more 
than 50,000 payroll checks for its 
customers. To handle this volume, 
the new punched cards and related 
procedures have been substantially 
streamlined. Prepunched cards are 
used throughout. Many of our larger 
commercial customers pay their em- 
ployees with punched card checks. 
Punched cards are used in our own 
case for the basic accounting controls 
and reporting purposes, notwithstand- 
ing the fact that the bank’s payroll is 
on a cash basis. 

Overtime computation and _ verifi- 
cation have been greatly simplified. 
The record for each employee is on a 
pre-coded, pre-punched card giving\the 
pay rate and other necessary informa- 
tion. Should an employee work over- 
time, a payment card is prepared by 
first pulling and reproducing his mas- 
ter card. The number of hours work- 
ed are totaled and at the same time 
the additional information required 
for the overtime computation is 
punched in the cards automatically. 


WILLIAM MEROLLA 


Still another by-product of this 
process is a complete proof of the 
personnel department’s figures. Be- 
cause we always pay overtime sep- 
arately and by cash, we have found 
the use of this system particularly 
advantageous. 


Eases Customer’s Work Loads 

The account reconcilation plan 
mentioned in the opening paragraphs 
of this article has been made avail- 
able to our customers on either a 
weekly or monthly basis. By means 
of this process, the sorting, listing, and 
balancing heretofore done in very 
large part by hand have been made 
almost completely automatic opera- 
tions. 


Part of the First National's tabulating section. 


To participate in this plan, the cus- 
tomer needs only to substitute punch- 
ed card checks for paper checks. All 
the work of preparing the checks can 
be done in the same manner and with 
the same equipment as before. The 
key punching and other mechanical 
operations are performed on _ the 
bank’s equipment. 

While these new systems and tech- 
niques have been highly advantageous 
from the standpoint of the bank’s own 
operating efficiency, the savings and 
improved service they have brought 
to our customers are of even greater 
importance to our long-range welfare. 
For it is true of banking as of most 
other fields of endeavor that continued 
customer satisfaction is becoming 
increasintly incompatible with old 
ways of doing things. 


Mortgage Bankers Report a 
Low Delinquency Ratio 


With an over-all delinquency ratio 
for the first quarter of 1958 amount- 
ing to only 2.26 per cent, the coun- 
try’s mortgage loan borrowers are 
continuing to maintain a good pay- 
ment record, although that figure is 
the second highest recorded for a 
first quarter, having been exceeded 
only by the ratio of 2.32 per cent 
shown in the first three months of 
1954. These figures are based on a 
survey of 2,568,832 mortgage loans 
held by investing institutions through- 
out the country recently conducted 
by the Mortgage Bankers Associa- 
tion of America. Of this number, ac- 
cording to the survey, 57,991 were 
delinquent. Ratios for the same 
quarter in 1957, 1956, and 1955, re- 
spectively, were 2.09, 2.24, and 2.13. 


GI mortgage loans show the high- 
est delinquency ratio, those one 
month overdue amounting to 2.06 
per cent of the total, those two months 
overdue .48 per cent, and those three 
months overdue .31 per cent. 


FHA insured mortgages show de- 
linquency ratios for one, two and 
three months of 1.49, .30 and .14 per 
cent, respectively, while the compara- 
tive figures for conventional mortgage 
loans are 1.12, .26, and .15 per cent. 

Notwithstanding the slight increase 
in first quarter delinquencies revealed 
by the survey, mortgage loans with 
payments two or three months over- 
due did not amount to as much as 
one-half of one per cent, regardless of 
type. 
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“Finance 
SYSTEM 


The new Beneficial office at Paramus, N. J.—a nearby 
suburb of New York—is the 1100th unit in what has 
long been the world’s largest system of finance offices. 


Located in the busy Garden State Plaza Shopping 
Center, the Paramus office demonstrates an established 
Beneficial policy: to make its friendly, realistic 
assistance conveniently accessible to as many 
families as possible. 


Because Beneficial’s service is geared specially to 
family requirements, it has shown a noteworthy 
vitality over the 44 years of its history, a period 
encompassing all phases of the economic cycle— 
boom, recession, war and peace. 


...@ BENEFICIAL loan is for a beneficial purpose. 
ee ° 
Finance Co: 
Beneficial Building, Wilmington, Delaware 


1100 OFFICES IN THE UNITED STATES, CANADA, HAWAII AND ALASKA 
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CURRENT COMMENT 


Timetable 


Raymond Rodgers, New York Uni- 
versity professor and special con- 
tributing editor to BANKERS 
MONTHLY, before the annual con- 
vention of the Illinois Bankers As- 
sociation: 


HE most basic economic force 
of all—time—should be kept 
in mind. Time is steadily 

working for recovery, and every 
day that passes brings us that much 
closer to the end of the downswing 


On the basis of present conditions 
and outlook, it seems that the 
downward trend of business should 
come to an end sometime in the 
early summer. Business activity will 
then probably remain at a low level 
until late in the fall, when seasonal 
factors, the end of inventory liq- 
uidation, increased money supply, 
increased monetary ease, increased 
government spending and the pas- 
sage of time should have us on our 
way again—but a repetition of 
what happened in 1950 or 1955 can- 
not be expected: 


The Fed’s Dilemma 


Roy L. Reierson, vice president and 
chief economist of Bankers Trust 
Co., before the National Industrial 
Conference Board: 


BVIOUSLY, it is impossible to 
set a precise limit beyond 
which easy credit and abun- 

dant liquidity jeopardize the future 
stability of the economy, but it is 
difficult to avoid the conclusion 
that a continued growth of bank 
credit at its recent pace would 
create real hazards for the years 
ahead. However, since a restric- 
tive credit policy cannot be re- 
garded as feasible before the busi- 
ness trend changes, the Federal 
Reserve may find itself in a very 
real dilemma. 


The experience of the recent past 
has demonstrated the almost in- 
superable difficulties encountered 
when the credit authorities in a 
period of business expansion at- 
tempt to cope with the inflationary 
pressures created by an over- 


abundance of liquid assets. If 
credit is restricted energetically as 
soon as recovery appears underway, 
the business upturn may be im- 
peded; if, on the other hand, the 
Federal Reserve countenances a 
more substantial expansion before 
applying the brakes, inflationary 
pressures may become progressively 
greater. 


Inevitable Trend? 


Walter R. Bimson, chairman of Val- 
ley National Bank of Arizona, before 
the New Mexico Bankers’ convention: 


FIRMLY believe the trend to- 

ward branch and holding com- 

pany banking is inevitable 
and eventually will result in their 
adoption in some form in all states, 
because such a trend will better 
serve the public and will result in a 
stronger, more useful banking sys- 
tem. If this is true, the banking 
profession should help, not hinder, 
this development. 


Furthermore, the independent 
banker who opposes branch bank- 
ing is doing himself a disservice. 
He is opposing a banking system 
that might well offer him a great 
opportunity for expansion and 
growth and greater profits. By ask- 
ing his government either at state 
or federal level to impose more re- 
strictions upon his business, to 
freeze his business into a rigid pat- 
tern of status quo, he is asking for 
the very thing most businessmen 
try to avoid. He certainly is selling 
his heritage of freedom for a mess 
of government control. 


P/E Analysis 


Carl M. Loeb, Rhoades & Co., in its 
current Fortnightly Review: 


LL told, 1958 Dow-Jones earn- 
ings might be tentatively 
placed in the $26-$27 area 

compared with just above $36 in 
1957 . . . At its current level the 
Dow-Jones Industrial Average sells 
at about 17.4 times such tentative 
earnings projections. Over the last 
decade . . . the multiple has va- 
ried from 6.4 times actual annual 
earnings at the low in 1950 to 15.6 
at the high in 1956. Even if one 


eliminates the first half of this 
period as characterized by too low 
a confidence factor, the average 
multiple of actual earnings still was 
only 12.4. 

We are not unmindful of the 
higher quality of earnings as re- 
ported these days... and fully 
aware of the great pressure of un- 
invested funds in an atmosphere of 
doubt about the stability of the 
currency. Nevertheless, it would 
appear that the historical high 
ground of present earnings evalua- 
tion can be justified only if one 
assumes either that our earnings es- 
timate for the current year is far 
too conservative or that 1958 should 
be disregarded altogether as a short 
and meaningless interlude. 

Our extreme caution toward the 
general market at this level stems 
from our inability to accept either 
of these two premises. 


A Fiction Challenged 


Isaac B. Grainger, president of 
Chemical Corn Exchange Bank, be- 
fore the Tennessee Bankers Associa- 
tion: 


NE fiction that is often pro- 
moted is that banking is not 
a growth industry. The 
record certainly disproves this, and 
nothing is foreseeable to indicate 
any change in our course . . . Look 
what has happened since 1900. U. 
S. population has increased 126 
per cent from 76 million to 172 
million. Gross national product 
has soared 2217 per cent from 
$18.6 billion to $431 billion. Bank 
deposits have zoomed approxi- 
mately 3000 per cent from $7.5 
billion to $227 billion .. . 

Our population continues to grow 
at a rate of about 2.9 million a year 
(and) it is estimated that by 1965 
it will reach 193.3 million, up 12.4 
per cent from 1957. It has been 
predicted that our gross national 
product will range from $550 to 
$600 billion by 1965, or up 271% to 
29 per cent from 1957. If trends 
of the last half century are to con- 
tinue, it would appear logical to 
expect an increase of at least 30 per 
cent in bank deposits over the eight 
years ending with 1965. 
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en The complete line of Diebold-Basic Vault Doors 
the magnifice nt meets all banking requirements for design compatibility 


with contemporary architectural decor . . . and for security 

against every known hazard. All Diebold-Basic Doors 

D | EBO | D- RB AS| C d es j g n incorporate outstanding engineering and operating innova- 
, tions. Operating Controls are as easy to turn as power 

steering . . . and are protected with an automatic lock 

is available in vault that prevents bandits from imprisoning employees in vault. 
Rapidials assure complete dialing privacy. Continuous 


hinges function so smoothly that doors can be moved 
with a rubber band. For the complete story, mail the 


coupon today. 


[nC ORS Oo FR AT ED 
CANTON, OHIO 
Manufacturers of the a> 
world’s finest bank equipment 
Rapidials assure complete Distinctive Day Gates Continuous hinges and two 


privacy, fast and combine inviting appearance _full-height locking bars oak * Canton, Ohio 
accurate dialing. and security. introduce new dimensions Please send full details about your complete line of Diebold- 
in operating ease and Basic Vault Doors. 


doors of many sizes 


Individual 
Street. 
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instalment Credit . . . 
(Continued from page 20) 


have added a number of new ones, 
including house trailers, cemetery 
lots, boats, and even trips abroad. 
We have become more aware than 
ever that we are doing business with 
a borrowing family, and not merely 
financing the purchase of a repossess- 
able item of consumer goods. 


The importance of instalment credit 
to the nation’s banks was brought out 
in a survey of 230 large commercial 
banks which was recently made by 
the American Bankers Association. 
It was found that the percentage of 
total deposits invested in instalment 
credit by banks in the over $100 mil- 
lion category was about 8'4 per cent. 
For small banks, the percentage was 
greater, ranging up to 14 per cent. 
Somewhat the same relationship was 
found to exist between the ratios of 
instalment credit to total loans in the 
two size categories. Banks with total 
loans and discounts exceeding $50 
million had between 16 and 18 per 
cent of their loans in instalment 
credit, whereas banks with less than 
$50 million averaged 25 per cent. 


The higher effective rate produced 
by the return on instalment loans is 
forcibly brought to mind when the 
ratio of such return is compared with 
that produced by other loans. Gene- 
rally speaking, if banks have 20 per 
cent of their loans in instalment pa- 
per, that paper will account for 30 per 
cent of their loan income. One-third 
of the total loan income of banks with 
total loans of less than $50 million is 
from instalment credit, and in the 
case of banks with more than $50 mil- 
lion of loans, income from this source 
runs well over 25 per cent. 


For all banks included in the survey, 
the average gross income on instal- 
ment paper was 8.55 per cent. The 
average expense ratio was 2.83 per 
cent, leaving a net return of 5.72 per 
cent. 


Rates Should Be Maintained 


While this is an altogether satis- 
factory return, reduced volume, in- 
creased competition, greater collec- 
tion costs, and higher losses, will in 
all likelihood be found a year hence 
to have reduced it materially. It is 
disquieting, therefore, to receive an 
occasional report indicating an in- 
clination to reduce retail rates as a 
result of the decline in money costs. 
This tendency, should it become gene- 
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ral, could seriously jeopardize future 
earnings. 

Historically, wholesale rates have 
fluctuated with money costs, whereas 
retail rates have been nearly constant 
since the 20’s, despite many increases 
in the prime rate. Rate structures 
adopted by banks when they entered 
the instalment field have in many cases 
remained almost unchanged down 
through the years. Banks were able to 
continue to show a profit on their 
instalment operations because their 
increased expenses were offset by in- 
creased dollar income resulting from 
larger loans payable over longer 
periods of time. At the moment, these 
offsetting factors have diminished or 
disappeared, but expenses, for the 
most part, continue upward. 


Experienced operators lending di- 
rectly to the public have learned that 
rate reductions have little or no effect 
on the volume of business created. 
People borrow money when they need 
it and not because they are able to 
obtain it at a low rate of interest. The 
need must be present in any case, and 
the effect, if any, of a difference in the 
rate charged, would only be to cause 
the borrower to choose one lender 
over another. That such choice is 
rarely influenced by the rate charged 
is evidenced by the continuing success 
of a number of different kinds of 
lenders operating in the same town 
or neighborhood with widely varying 
rate structures. 


It is important to remember that 
instalment loans, for the most part, 
do not generate deposits to the same 
extent as an equivalent amount of 
commercial loans, and there must 
therefore be a compensating differen- 
tial in the income produced by a given 
quantity of funds invested in the re- 
spective categories. 


meeumw?etywser 
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The long-range outlook for 
consumer instalment lending has never 
been brighter. In the last six years our 
population has increased by 17 mil- 
lion, and over seven million new house- 
holds have come into existence in the 
same period. Our population is pres- 
ently increasing at the rate of 7500 a 
day, and it is expected that we will 
have one-third more people twenty 
years hence than we have now. 


While a glance at conditions in 
India and China will provide con- 
vincing proof that population alone 
does not create prosperity, we have in 
this country a thoroughgoing demon- 
stration of what happens when in- 
creases in population and productive 
capacity go hand in hand. Although 
these two factors are momentarily 
somewhat out of balance, our surg- 
ing population cannot fail to make its 
corrective influence felt in the rela- 
tively near future. As people move to 
the suburbs, to beach areas, and to 
different parts of the country, they 
will continue to need schools, church- 
es, and service establishments of 
every kind. And when the postwar 
baby crop reaches marriageable age, 
we will have a rate of family forma- 
tion that will stimulate housing to a 
degree never before known. 


Meantime, there is nothing about 
the kind of an adjustment our econo- 
my is presently undergoing that the 
competent instalment loan officer 
can’t take in stride. The increased 
collection activity that necessarily 
characterizes such a period holds no 
terrors for him. Temporary unem- 
ployment is a contingency with which 
he has reckoned even in the best of 
times, and he knows that situations in 
which that hazard has been properly 
weighed will generally be found to lend 
themselves to whatever special treat- 


THE COVER 


The accompanying article makes 
very clear the close relationship that 


exists between the industry symbolized 
on this month's cover and consumer 
instalment credit. This reflects, in turn, 
the great importance of instalment 
credit to that industry and to our 
economy as a whole. 


Photo courtesy of Chevrolet Motors 


Division of General Motors Corpo- 
ration. 
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MONEY MARKET SERVICES? 


When a customer asks for guidance on un- 
usual financing problems your answer must 
be correct if both of you are to benefit. Are 
you getting the best help available in this 
vital area of correspondent service? 


Our Investment and Trust Divisions are 
located in the heart of ‘Wall Street’’. Their 
broad contacts and intimate knowledge of 
the money market can be particularly helpful 
to you and your corporate depositors in many 
areas, including unusual financial situations, 
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mergers or acquisitions. 
We also act as dealers in U.S. Government, 


State, Municipal and Housing obligations and 


will furnish markets on such securities for 
you or your customers. 

Get the extra measure of service — Gold 
Medal Service — provided by Chemical Corn 
Exchange Bank. Use your deposit balances 
where they will do your bank and your cus- 
tomers the most good. Make Chemical your 
Correspondent in New York City. 
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dealing directly with the pub- 


Provides regular insurance cov- 
erage on financed automobiles 
at approximately 20% below 


The 20% saving in insurance 
cost, is equivalent on some cars, 
to as much as a 2% saving on 


Offers time-saving features of 
a master policy—certificates of 
insurance and simplified rate 


A stock company facility avail- 
able through your local insur- 
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ment they may require. 

He recognizes the prime import- 
ance in any such situation of the task 
of winning the full co-operation of 
the debtor; of making every possible 
appeal to his sense of pride and per- 
sonal honor, and to his desire to pre- 
serve his credit record; of letting him 
know that the bank fully understands 
his predicament and earnestly de- 
sires to co-operate with him to the 
end that the loan may be repaid with 
a minimum of difficulty and hard- 
ship all around. He knows that these 
things can only be done by well train- 
ed people, and he has seen to it that 
they are available and on the job. 


Too often overlooked, however, is 
the opportunity afforded by bank in- 
stalment lending for the training and 
advancement of young people enter- 
ing the field. Here as in few other 
segements of our economy, men have 
devoted their entire careers to the de- 
partments they now head. 


Many of them began their work in 
the late 20’s or early 30’s, and are now 
upwards of fifty and sixty years of 
age. It is to be doubted that there is 
in any other phase of banking such a 
concentration at the supervisory level 
of men whose plans for retirement are 
well advanced. And retirements mean 
openings, not only at the top, but all 
along the line. 


A Good Training Ground 


There is, moreover, no better place 
to learn to be a banker than in the in- 
stalment credit department of a com- 
mercial bank. Anyone who has spent 
some years performing the tasks in- 
cident to the extension of instalment 
credit will be sure to have gotten more 
experience in handling customers, in 
obtaining information from them, and 
in reaching and communicating de- 
cisions, than it would have been pos- 
sible for him to obtain over a much 
longer period of time in any other 
phase of commercial bank lending. 
Since basically the same techniques 
are employed in the handling of loans 
of all sizes, instalment credit work af- 
fords an opportunity to develop and 
test lending skills at nominal risk. 


Banks have come a leng way in the 
past twenty years in their endeavors 
to make consumer instalment credit 
available to all who need and deserve 
it. They have convinced a large 
segment of the public that they stand 
ready to take care of its instalment 
credit needs. They have persuaded 


a similarly large segment of the deal- 
ers handling consumer durables that 
banks can and will provide a satisfac- 
tory outlet for the instalment paper 
to which their sales give rise. 

Instalment lending by the nation’s 
banks has thus gained a lot of valuable 
ground, and it must be held. An al- 
ternately cold and warm attitude to- 
ward the instalment loan business can 
only serve to cause a continuation of 
the unfavorable trends noted earlier 
in this article. An undertaking to 
handle a dealer’s business should take 
into consideration the full scope of 
that dealer’s needs, and it should be 
assumed with the intention of doing a 
consistent job of meeting those needs, 
whatever their momentary effect on 
the volume of the bank’s outstandings 
may be. 

It is especially important in this 
time of recession to see to it that 
soundly extended consumer instal- 
ment credit makes the fullest possible 
contribution to a resurgence of our 
national economy. Men with the 
vision and courage that it takes to 
pursue that course will share in the 
rewards of the growth that will be 
sure to follow. 





New Flag Recalls Past 


Before the era of the famous clipper 
ships, Alexander Brown of Baltimore, 
father of the Brown Brothers of Brown 
Brothers Harriman & Co., bought a 
413-ton vessel, the Armata, which was 
the first of many ships to fly the 
Brown flag. When one of these ships 
was sighted coming into the harbor of 
the home port of Baltimore, an ob- 
server posted on Federal Hill hoisted 
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the company flag to announce the 
ship’s arrival. Thus the ship owners 
could tell by watching Federal Hill 
when their ships were coming in. 
The safe arrival of any ship was 
cause for rejoicing in days when 
packets were frequently sunk by 
storms or captured by pirates. 

The old red and white company 
flag carried a prominently displayed 
letter ‘‘B’’. Modified to show the 
letters BBH & Co., it now flies at 59 
Wall Street where the New York 
office has been located for more than 
a century. 


Six Years to Pay for 
Four Years of College 


A public service program recently 
announced by the Indiana National 
Bank of Indianapolis has been describ- 
ed as having a potential impact on 
college education equal to that which 
instalment lending has had on the 
automobile industry. Seven Hoosier 
colleges are already participating in 
the program which will finance and 
guarantee payment of the cost of four 
years in college. 

Called College Educations Assured, 
the plan is the first of its size ever in- 
stituted. It provides that parents or 
guardians of students can make 
monthly payments to the bank over a 
period of as many as six years. The 
bank, in turn, advances lump sum 
payments to the colleges as they be- 
come due. Part or all of the the ad- 
ditional years of payment may pre- 
cede or extend beyond the four-year 
college term. 

Said William P. Flynn, chairman of 
the Board of Indiana National Bank 
when he announced the plan, “We 
believe a bank should help families. 
Next to buying a home, a college edu- 
cation is the most costly expenditure 
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ever made by many families, yet un- 
til now there has been no over-all 
plan for financing the cost conven- 
iently and beyond graduation date. 
We look on ‘this plan as our part in 
helping more deserving Americans 
attend college. In terms of assets, 
we believe the value of the asset we 
are lending against—brainpower—in- 
creases with age.”’ 


Bank officials described the plan as 
completely flexible as to the extent to 
which loans may be made to provide 
for tuition charges and other college 
expenses. Payments may be accel- 
erated and scholarship or working 
grants may be used to reduce the 
amount borrowed, although it is ex- 
pected that the plan will serve to re- 
lieve pressure on scholarship and 
other supplemental educational funds 
in the colleges. 


Fully Protected by Insurance 


An insurance plan provides for the 
payment of any remaining commit- 
ment in the event of the death or per- 
manent total disability of the parent 
or guardian. It also provides for a 
refund to the parent or guardian of 
the full amount of his investment in 
the event of the death of the student 
prior to the end of his final year of 
college. Underwriter of this insur- 
ance is the Jefferson National Life 
Insurance Company, Indianapolis. 


Any parent or guardian of a stu- 
dent enrolled at a participating col- 
lege may qualify for a loan by estab- 
lishing his or her ability to make the 
minimum monthly payment accept- 
able under the plan chosen. Aunts, 
uncles, sisters and brothers may also 
qualify if the circumstances warrant. 
The prescribed minimum monthly 
payment for any plan is $45.00, which 
is sufficient to buy a $3,000 college 
program. 

The arrangement between the stu- 
dents and their families and the bank 
is incorporated in a single agreement 
which extends throughout the entire 
period of the loan. Colleges partici- 
pate only as recipients of lump sum 
payments from the bank as they be- 
come due, and assume no contingent 
liability for the payment of the loan. 


Participating colleges are currently 
informing students and applicants re- 
garding the plan. Administration of 
the plan will be handled in a depart- 
ment specially set up for that purpose 
at the downtown main office of The 
Indiana National. 


New universar 
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The numbering head of the new Roberts 
E-21-U “universal electric’ is entirely 
flexible. It can be turned to permit num- 
bering at any point on a sheet, card, tag, 
label or strip of material up to 12 inches 
wide and of any length. It automatically 
prints numbers from 1 to 999,999 with 
instant choice of consecutive, duplicate or 
repeat, through as many as 10 carbons. 
Just plug in. Also available for foot 
operation. Roberts numbering machines 
have been leaders since 1889. Write 
for details. 
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BANKERS & BROKERS 


Investors Diversified Services, Inc., Min- 
neapolis: A. EDWARD ARCHIBALD and 
GUY LEMMON were elected vice presi- 
dents. Mr. Archibald will continue 
as a director of Investors Syndicate 
Life Insurance & Annuity Co., an 
IDS subsidiary, and Mr. Lemmon 
will also continue as secretary of the 
IDS investment committee. 


Pullman Trust & Savings Bank, Chicago: 
The bank that George M. Pullman 
opened to give his employees a place 
to keep their money was 75 years 
old in May. It was originally called 
The Pullman Loan & Savings Bank 
and was later renamed to better 
identify its activities. 


Blyth & Co., Inc., New York: § WILLIAM 
F. MORGAN of the firm’s municipal 
bond department has been elected a 
vice president. 


Irving Trust Company, N.Y.: From as- 
sistant vice president, FREDERICK VAN 
B. JOY has been elevated to vice 
president. Mr. Joy is in the bank’s 
personal trust division and is en- 
gaged in estate planning and busi- 
ness development. Other promotions 
made at the same time are those of 
WILLIAM L. CARLISLE and ERIC 
FREUND to assistant vice president 
and the following to assistant secre- 
taries: ROGER L. DAY, JOHN wW. 
DOWNEY, WALTER W. GENDERMANN, 
HARRY E. GOETT, CHARLES J. PETER- 
MAN, CECIL J. GUNTER and WILLIAM 
W. OWEN. Named assistant auditor 
was WILLIAM R. CONROY. 


American Trust Company, San Fran- 
cisco: EDGAR D. O'BRIEN has been 
elevated from vice president to senior 
vice president in charge of the real 
estate loan department, succeeding 
WILLIAM A. MARCUS who retired re- 
cently. 


F. Van B. JOY 
44 


E. D. O'BRIEN 


J. V. MINEHAN J. A. CARRERA 


J. W. LAMBERT J. E. SHANLEY 
Bank of America, San Francisco: 
Recently announced promotions in- 
clude those of JAMES V. MINEHAN and 
JOSEPH A. CARRERA, promoted to vice 
president, and that of JACK w. 
LAMBERT, advanced to assistant vice 
president. In the Los Angeles office 
JOHN E. SHANLEY has been promoted 
to a vice presidency and a senior 
lending officer’s post. 


United States Trust Co. of New York: 
According to a recent announcement, 
EDWARD K. BLOCK and WILLIAM J. 
MILLER, JR. have been appointed vice 
presidents. The former will continue 
his duties as comptroller and the 
latter is in charge of the tax depart- 
ment. In addition, FELIX J. CHMIEL, 
NORMAN J. HOLLERIETH, ROBERT R. 
MALLER, DONALD V. MARTIRE and 
ALFRED C. TENNACHION were named 
assistant secretaries. 


E. K. BLOCK W. J. MILLER, JR. 


Girard Trust Corn Exchange Bank, 
Philadelphia: Heading a number of 
promotions were those of E. MORRIS 
BATE, JR. to senior corporate trust 
officer and ANDREW O. FRIEDRICH to 
corporate trust officer. Others ad- 
vanced were: GEOFFREY D. FINLEY 
to assistant vice president, JOHN 
LOUIS MOOCK and EDNA M. THOMPSON 
to investment officers; JOHN D. RUM- 
BOUGH to estate planning officer; 
JOHN K. SHUSTER, JR., JAMES STEWART, 
III, GEORGE S. DOREN, JOHN R. RIVELE, 
and WILLIAM C. YOST, JR. to assistant 
treasurers; HERBERT BROCK and 
OLIVER H. KELLER, JR. to assistant 
secretaries; and ENNION B. GARY, JR. 
and JACK I. FOARD have been ap- 
pointed assistant trust officer and 
assistant investment officer, respec- 
tively. 


Houston Bank & Trust Co.: HAROLD P. 
KITTLEBAND has been named as as- 
sistant vice president in charge of 
business development. 


Guaranty Trust Company of New York: 
LOUIS R. INCE and VINCENT G. POTTER 
have been elevated to vice president 
and assistant vice president, respec- 
tively. Mr. Ince joined the staff in 
1919 and is officer in charge of the 
custody department. 


United States Trust Co. of New York: 
AUGUSTIN SNOW HART and RICHARD 
M. PAGET have been elected trustees. 
Mr. Hart is president of Quaker Oats 
Pan-American, Inc., and Quaker Oats 
International, Inc., and Mr. Paget is 
senior partner of Cresap, McCormick 
& Paget, management consultants. 


Deposit Guaranty Bonk & Trust Co., 


Jackson, Miss.: First vice president 
NAT S. ROGERS, who has been a mem- 
ber of the advisory committee to the 
board of directors has been elevated 
to membership on the board. 


The promotion of JOHN W. WEISZ 
to the position of assistant cashier 
was recently announced. 


N. S. ROGERS J. W. WEISZ 
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8. W. CLEVELAND R. G. MAYER 


Citizens Bank of Michigan City, Ind.: 
The appointment of ROBERT WwW. 
CLEVELAND as assistant cashier was 
recently announced. He has been 
with the Gary National Bank for the 
past 10 years. 


Fidelity Trust Company, Pittsburgh: 
ROBERT G. MAYER has been elected 
assistant treasurer. He has been 
with the bank since 1936 and is now 
in the commercial loan department. 


First National Bank in Dallas: JACK 
CRADDOCK has been named assistant 
director of advertising and public 
relations. Mr. Craddock left Temco 
Aircraft Corp. to assume his present 
position. 


Mercantile Trust Company, St. Louis: 
WILLIAM A. BAUER has been desig- 
nated an assistant cashier and will 
continue his duties as assistant to the 
personne! director. 


The Second National Bank of Richmond 
(Ind.): BENJAMIN N. JOHNSON will 
become president on July 1, succeed- 
ing ERNEST Z. ELLEMAN who ad- 
vances to chairman of the board. 
Other promotions include those of 
JESSE 0. PARSHALL to executive vice 
president and WALTER Q. MASON to 
vice president and cashier. 


Bank of Delaware, Wilmington:  T. 
CRAWLEY DAVIS, JR., resident counsel, 
has been elected secretary of the 
bank. He will retain his position as 
resident counsel. 


San Diego Trust & Savings Bank: 
Announcement has been made of the 
appointment of FLOYD WILKINS, JR. 
as assistant trust officer. In this new 
post Mr. Wilkins will be in charge of 
probate and the court trust section 
of the trust department, which will 
include estates, trusts under wills, 
guardianships and conservatorships. 


C. J. MEYER A. J. ELLIS 
Walker Bank & Trust Company, Salt 
Lake City: C. J. (MIKE) MEYER has 
joined the staff as assistant vice 
president and branch coordinator. He 
was formerly associated with the 
First National Bank of Portland, 
Oregon. 


Bank of Montreal: Now superinten- 
dent of the Atlantic Provinces dis- 
trict with headquarters in Halifax, 
N. S., A. JOHN ELLIS has been ap- 
pointed assistant general manager in 
charge of the bank’s eastern division. 
He will be succeeded at Halifax by 
DOUGLAS B. PETERS, formerly as- 
sistant superintendent of the Mon- 
treal district. 


COUSIVE 
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A. W. DANIELSON 


W. R. SCRUGGS, JR. RUTH A. HALL 


The National Bank of Commerce, Hous- 
ton: According to a recent announce- 
ment ALLEN DANIELSON was elected 
a vice president, FRANK T. REA vice 
president and trust officer, and RAY 
SCRUGGS an assistant comptroller. 


City National Bank & Trust Co., Kansas 
City, Mo.: © RUTH AUSTIN HALL, Kan- 
sas City attorney, will join the staff 
on July 15 as trust officer and trust 
counsel. 


Bankers Trust Co., N. Y.: | HOWARD P. 
ALLEN, an account officer with the 
Rockefeller Center office, has been 
named an assistant vice president. 
Simultaneously, the appointments of 
HARRY C. DEVER to assistant treasurer 
and ARTHUR P. SULLIVAN to assistant 
secretary were also made known. 


Manvfacturers Trust Company, N. Y.: 
Formerly assistant secretaries, JOHN 
PRICHEP and GEORGE A. MENSI have 
been advanced to assistant vice presi- 


dents. Named assistant secretary 
was GILBERT T. DAVIDSON. 


JOHN PRICHEP 
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Bank of Montreal: EDWARD R. 
ERNST, head of B of M’s international 
department, has been appointed an 
assistant general manager of the 
bank. 


A. G. Becker & Co., Inc., Chicago: 
JOHN FRIEDLICH, JOHN W. STODDER, 
JOHN J. JACHYM and HARRY F. WEBER, 
JR. (New York Office) have been 
elected vice presidents of this in- 
vestment firm. 


Kidder, Peabody & Co., Inc., New York: 
RICHARD B. WILLIAMS has been elected 
a vice president and will be in charge 
of investment management and re- 
search. 


Union Commerce Bank, Cleveland: 
The election of THOMAS W. ARCHIBALD 
as auditor has recently been an- 
nounced. 


Marine Midland Corp., Buffalo: RUS- 
SEL H. KNISEL has been elected an 
assistant secretary of this bank hold- 
ing company. Mr. Knisel assists the 
Marine Midland banks as they pro- 
vide pension services to their cus- 
tomers. 


Texas National Bank, Houston: Previ- 
ously a trust officer with Guaranty 
Title and Trust Company of Corpus 
Christi, ROBERT C. SHOCKNEY has 
joined Texas National as a trust 
officer. 


Chemical Corn Exchange Bank, N. Y.: 
JOHN C. LINSENMEYER has_ been 
elected to the bank’s Grand Central 
Area Advisory Board. He is execu- 
tive vice president of American 
Radiator & Standard Sanitary Corp. 


Bear, Stearns & Co., New York and 
Chicago: PATRICK J. CUMMINGS, ALAN 
C. GREENBERG, MARK J. STUART and 
SIGMUND WAHRSAGER have been ad- 
mitted as general partners in this in- 
vestment banking and _ brokerage 
firm. 


Savings Banks Trust Company, New York: 
Formerly investment officer and as- 
sistant treasurer of The University 
of Rochester, JOHN C. MOTT has 
joined the bank as assistant vice 
president. As principal equity in- 
vestment officer of the Trust Com- 
pany he will be concerned largely 
with the Company’s activities as in- 
vestment adviser to the Institutional 
Investors Mutual Fund, Inc. and 
with the other common stock services 
of the Trust Company. 


J. T. DE PALMA F. X. KOSCH 


E. B. MAYBECK E. L. PARKER, JR. 


The Chase Manhattan Bank, N. Y.: 
The appointment of JOHN T. DE- 
PALMA as vice president in the metro- 
politan department was recently an- 
nounced. He will be in charge of the 
bank’s branches in Brooklyn. Named 
assistant vice presidents were FRAN- 
CIS X. KOSCH, EDWARD B. MAYBECK 
and EUGENE L. PARKER, JR. New 
assistant treasurers are OSWALD S. 
BANZ, RAYMOND T. BOGERT, WILLIAM 
L. DAHL, WILLIAM M. DORAN, JR., 
BENJAMIN W. HATCH, PHILIP E. 
SCHWENDEMAN, HENRY M. E. THOR- 
MANN, and EDWARD W. VLASATY. At 
the same time CHARLES J. CLUNE was 
named an investment officer. 


First National Bank of Arizona, Phoenix: 
Simultaneously with those mentioned 
on page 5, announcement was made 
of the following additional official 
changes: JOHN E. ROYALL, vice presi- 
dent, named manager of the Home 
Office, Phoenix; D. W. BURNS, cashier, 
elected vice president and cashier 
and named coordinator of administra- 
tion and operations; ROBERT T. 


R. T. FRAZIER D. W. BURNS 
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discusses the question 


“In 1948 the National Association of Bank Auditors 
and Comptrollers declared ‘War on Bank Fraud’ at 
their annual convention in Atlanta. Since that time 
they have continued their efforts to improve audit 
and control methods in all banks. 


“There should be no relaxation on the part of 
bank management at any time in their endeavor to 
eliminate fraud and dishonesty. 


“Regardless of size, every bank should have an 
audit program. Many bankers will say that their 
banks are too small and that they cannot afford an 
audit program. I do not see how a bank can afford 
not to have one. 


“Bankers have been heard to say, ‘It can’t hap- 
pen here,’ when informed that a neighboring banker 
has been caught short. But to point out the 


of internal security 


danger of such complacency in itself is not sufficient. 


“An audit program will not prevent fraud, but 
it is definitely a roadblock. Auditing’s most valu- 
able service to an institution is the protection it 


. affords—protection from honest errors and from the 


unscrupulous officer or employee. 


“The slogan of the National Association of Bank 
Auditors and Comptrollers, The better the audit and 
control, the safer the bank, is worth remembering.’’ 


INA’S PORTFOLIO OF PROTECTION FOR BANKS 


with the Card-it Bank Audit Plan will 
help your bank follow Mr. Powers’ sug- 
gestions. For details ask any agent of the 
Indemnity Insurance Company of North 
America, a leading underwriter of Bankers’ 
Blanket Bonds and the company which 
allows premium credits for approved audits. 

* Louisville, Ky. 


INSURANCE BY NORTH AMERICA 


INDEMNITY INSURANCE COMPANY OF NORTH AMERICA 
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Largest and Friendliest 
Bank In Japan! 


Mind you, this is not an idle boast. We 
know we're the largest—187 branches 
throughout Japan—and we sincerely try 
to be the friendliest. We go the limit 
in trying to fulfill the banking and other 
requirements of our clients. 


Our New York office is at 42 Broadway 
—in London, Finsbury Circus—where oa 
vast knowledge of the Far East and a 
warm welcome await you. Domo arigato 
gozaimasu. 


Tue FUJI BANK tro. 


Founded in 1880 


Head Office: Chiyoda-ku, Tokyo 
Overseas Offices: 
New York . london . Calcutta 


Think First \~ —— 
Of First National 


FOR REFERRALS 
We will handle these like 
you do — with consideration 
FOR COLLECTIONS 
51 Offices in 39 Communities 
assure fast service 
FOR INFORMATION 
Our knowledge of Arizona 


Home Office 
Phoenix, Arizona 


NATIONAL 
BAN K or arizona 


Now 51 Offices in Arizona 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


FRAZIER, elected vice president and 
comptroller; CHARLES E. WILSON, 
elected vice president and to be in 
charge of a new planning and develop- 
ment department; E. M. CARSON, as- 
sistant vice president, elevated to 
assistant coordinator of administra- 
tion and operations. 


Society for Savings and Society Na- 
tional Bank, Cleveland: HOWARD S. 
FENNELL has been elected an as- 
sistant treasurer at the Society for 
Savings, and assistant cashier, So- 
ciety National Bank; and ROBERT C. 


H. S. FENNELL R. C. BARNARD 


BARNARD has been made an assistant 
treasurer of the Society for Savings. 


INSURANCE & FINANCE COMPANY CHANGES 


Johnson & Higgins, New York: GEORGE 
T. COWAN has been elected a vice 
president of this international firm 
of insurance brokers and pension plan 
consultants. A specialist in insurance 
for banks, Mr. Cowan was at one 
time with the Chase National Bank. 


Republic Insurance Co. and Allied Fi- 
nance Co., Dallas: JAMES W. ASTON, 
ROBERT H. STEWART III, LLOYD S. 
BOWLES and JOHN LOUIS SHOOK were 
named directors of both companies. 
Mr. Aston is president of Republic 
National Bank of Dallas and Mr. 
Stewart is vice president of First 
National Bank in Dallas. Mr. Bowles 
is senior vice president of Dallas 
Federal Savings & Loan Association 


and Mr. Shook is immediate past 
president and a director of the Dallas 
Bar Association. 


Associates Investment Co., South Bend, 
Ind. GEORGE C. COQUILLARD was 
elected assistant treasurer of this 
finance company. Mr. Coquillard 
came to the treasurer’s department 
of Associates in January 1957 from 
The First Bank & Trust Co. of South 
Bend. 


Philco Finance Corp., Philadelphia: 
FREDERICK G. REITER has been elected 
president, and JOHN REILLEY, vicé 
president (time sales division) of The 
First Pennsylvania Banking & Trust 
Co., has been named a director. 


BOWLES, STEWART, SHOOK and ASTON 
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aleMasiasleli Waal late! 


USE NCR PAPER FOR 


CLEANER COPIES 
WITHOUT CARBONS 


All over the country, banks are discovering the amazing features of new 
NCR Paper, recently developed by the research laboratories of The National 
Cash Register Company. Deposit slips and other bank forms made of 
NCR Paper produce cleaner, clearer duplicates without using carbons 
or even any carbonization. 


An ordinary ball-point pen or business machine makes clean, easy-to- 
read copies when you use non-smearing NCR Paper. NCR Paper is easy 
to handle, too, because no messy inserts are needed. And with NCR 
Paper, no copy of the original can be altered without detection. 


ANOTHER PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, oayton 9, onic 


989 OFFICES IN 94 COUNTRIES 
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Have your forms printed on NCR Paper by 
your present forms supplier. You'll be 
pleased by the easy way NCR Paper pro- 
duces multiple copies that are cleaner and 
clearer. Phone your present sup- gt " 
plier today for further information. ~ ‘ se, 


* TRADE MARK REG. U.S. PAT. OFF. 


l io ~ 


NCR PAPER AND SUPPLIES 
ACCOUNTING MACHINES 
ADDING eta | 


| 
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State Bankers Associations 











H. F. SAMMON 


L. L. GELBACH 


ILLINOIS: Newly elected president 
for the coming year is Howard F. 
Sammon, president of the Forest 
Park National Bank. Other officers 
are, vice president, Kenneth E. Cook, 
president, DuQuoin State. Bank; 
second vice president, Frank G. Anger, 
president, Chicago National Bank; 
and treasurer, Arthur L. Beckman, 
president of the First Trust & Sav- 
ings Bank in Kankakee. 


MARYLAND: William B. Yates, execu- 
tive vice president of the Citizens 
Bank, Takoma Park, was elected 
president for the coming year. 
William Bowie, vice chairman of the 
board of the Suburban Trust Com- 
pany, Hyattsville, moved up to first 
vice president and Charles W. Hoff, 
president of the Union Trust Com- 
pany of Maryland, Baltimore, was 
advanced to second vice president. 
William B. Elliott, who has served 
since 1952 as secretary-treasurer, was 
elected to the post of executive mana- 
ger, which was created by a resolu- 
tion which terminated the secretary- 
treasurer title. 


NORTH CAROLINA: At their 62nd an- 
nual convention, J. Fleming Wily, 
Jr., vice president of the Wachovia 
Bank and Trust Company at Dur- 
ham, was elected president. Others 
elected were G. Harold Myrick, 
executive vice president of First Na- 
tional Bank of Lincolnton, to first 
vice president; J. E. Paschall, presi- 
dent of Branch Banking and Trust 
Company, Wilson, to second vice 
president; and Leroy Arnold, cashier 
of First-Citizens Bank and Trust 
Company, Kinston, to treasurer. 


OHIO: Chairman and president of 
the Central National Bank of Cleve- 
land, Loring L. Gelbach has been 
elected president, John Wallace, presi- 






dent of The Willard United Bank, 
vice president; and John G. McCoy, 
vice president of The City National 
Bank and Trust Company of Colum- 
bus, treasurer. 


OREGON: The following officers 
have been named for the coming 
year: president, H. B. Hager, execu- 
tive vice president and cashier of the 
First National Bank in Clatskanie; 
vice president, R. W. Kimberling, 
vice president and manager of Bank 
of California, N. A., Portland; treas- 
urer, R. J. Bounds, president, Inland 
Empire Bank, Umatilla; and chair- 
man, executive commitiee, R. F. Wat- 
son, senior vice president of the 










United States National Bank of 
Portland. 
PENNSYLVANIA: Elected to the 


presidency at the recent convention 
was J. Regis Walthour, president, 
First National Bank in Greensburg. 
Other officers include T. Allen Glenn, 
Jr., president, The Peoples Bank of 
Norristown, vice president; and James 
E. Brucklacher, president, Cumber- 
land County National Bank & Trust 
Co., New Cumberland, treasurer. 


CORPORATE 


CHANGES 





Crane Co., Chicago: MARK kK. 
LOWELL, vice president of Continen- 
tal Illinois National Bank & Trust 
Co. of Chicago, has been elected 
chairman of the board of this manu- 
facturer of valves and other plumbing 
and heating fittings. 


Chesapeake & Ohio Railway, Cleveland: 
JOHN F. KERSLAKE has been named 
treasurer in C&O’s finance depart- 
ment. 


General Binding Corp., Northbrook, 
iil: N. J. LITHERLAND was appointed 
financial vice president of this pro- 
ducer of binding and duplicating 
equipment and supplies. 


American Express Co., New York: 
OLAF RAVNDAL has been elected a 
senior vice president, also continues 
as treasurer; and JAMES A. HENDER- 
SON was named a vice president. Mr. 
Ravndal is in charge of sales and 
promotion of American Express 
Travelers Cheques, and Mr. Hender- 
son’s primary responsibility lies in 
the same area. 




















R. T. HOOD 


B. A. WARNER 


The Gabriel Co., Cleveland: ROBERT 
T. HOOD was named vice president 
and treasurer of this manufacturer 
of shock absorbers and TV acces- 
sories. According to the official an- 
nouncement, Mr. Hood will have 
‘broad responsibility for the formu- 
lation of the company’s fiscal poli- 
cies.” 


Debevoise Co., New York: BRADFORD 
A. WARNER, vice president of Manu- 
facturers Trust Co., has been elected 
a director of this paint manufacturer. 


National Forge & Ordnance Co., Irvine, 
Pa.: DON ROSE, JR., vice president 
of Fidelity Trust Co. of Pittsburgh, 
has been elected to the board of 
directors of this manufacturer of 
steel forgings. 


National Steel Corp., Pittsburgh: 
HENRY T. BODMAN, president of Na- 
tional Bank of Detroit, and HENRY 
L. HILLMAN, president of Pittsburgh 
Coke & Chemical Co., were elected 
directors. 


Consolidated Water Power & Paper 
Co., Wisconsin Rapids, .Wis.: EUGENE 
ABEGG, president of Illinois National 
Bank & Trust Co., Rockford, IIl., 
was elected treasurer and a director. 


Philco Corp., Philadelphia: JOHN M. 
BEWLEY has been elected treasurer of 
Phileo International Corp. and its 
subsidiaries in Canada, Mexico and 
Colombia. Mr. Bewley will ‘“ad- 
minister the financial policies estab- 
lished for Philco’s growing inter- 
national sales, manufacturing and 
licensing operations. 


Texas Eastern Transmission Corp., 
Shreveport, La.: J. W. HARGROVE, 
formerly treasurer, was named finan- 
cial vice president. Mr. Hargrove 
will continue to direct the financial 
activities of Texas Eastern including 
its stockholder and public relations 
programs. 
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Servomechanisms, Inc., Hawthorne, Cal.: 
NAJEEB E. HALABY has been named 
vice president in charge of finance 
and administration, and was also 
elected a director. ° 


Mohasco Industries, Inc., Amsterdam, 
N. Y.: WILLIS T. WINDLE has been 
elected vice president-finance of this 
carpet maker. Mr. Windle will also 
continue as treasurer. 


BRIEFS 


Mortgage Life Insurance 
Brought Down to Date 


The Old Republic Life Insurance 
Company of Chicago has just com- 
pleted a three-year project devoted 
to the development of mortgage pro- 
tection insurance that would meet the 
needs of the low-income borrower, 
notwithstanding the increased 
amounts of protection to cover the 
ever larger mortgages resulting from 
the steadily rising prices of residential 
property. Recently announced as 
the outgrowth of this project were 
the company’s The ‘1050”’ Plan and 
its Mortgage Payment Security Plan. 

The first mentioned is a full cover- 
age life insurance plan, and employs 
a new policy form that is capable of 
matching exactly the size and term of 
any mortgage. Unique in its field, 
the policy automatically adjusts it- 
self to the amount of indebtedness as 
the loan balance is amortized. The 
insured purchases only what he needs 
and pays for only what he uses. 

The outstanding feature of this 
plan lies in the fact that monthly 
premium payments are so constructed 
that a level payment covering prin- 
cipal, interest and premium over the 
term of the loan may be established 
in advance. John Doe, age 30, for 
example, who has borrowed $10,000 
for 20 years at 514 percent and chosen 
this plan of insurance, would have to 
make a monthly level payment of 
only $71.65, whereas the level pay- 
ment, without the plan, would be 
$68.79. 


The Mortgage Payment Security ° 


Plan combines a reduced amount of 
life insurance with accident and 
health coverage. It provides each 
insured with an amount of life equal 
to 36 monthly payments and accident 
and health protection that takes care 
of payments during period of disa- 
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AVAILABLE NOW 


1958 EDITION 


KEY TO NUMERICAL SYSTEM 


AMERICAN BANKERS ASSOCIATION ) 


WITH CHECK ROUTING SYMB 
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$B5°° 2 copy 


Speed up transit work. The new 1958 A. B. A. Key Book 
with Check Routing Symbols is now available. 

It contains all annual changes in transit numbers and 
check routing symbols. Make sure your organization 

has enough copies of the latest edition for completely 
efficient operation. Order yours today. 


PUBLISHERS P.O. BOX 7600 CHICAGO 8, ILL. 














Recent articles on the subject of 
bank automation indicate that some 
writers are mixing in a little fiction 
to ‘‘soup up” what otherwise appear 
to be factual presentations. Of par- 
ticular interest to us was One state- 
ment that “ . . . many check litho- 
graphing firms that have not added 
space and equipment are operating 
so close to full capacity that they 
are reluctant to take on additional 
check imprinting business.” 





















Now we know this chap didn’t mean 
us, but we wonder if our bank cus- 
tomers know it. Perhaps we'd better 
toss out a few facts. For one thing, 
we have built eight new buildings 
since the war and are starting on our 
ninth this month. We have kept our- 
selves broke buying new equipment, 
and this year will spend three times 
depreciation. We have doubled our 
business each five-year period for 
the past twenty years and have 
scarcely felt the strain. We can double 
it again for automation. 
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CHECK PRINTERS 















good first impression... 
an enduring good impression 









Bank Signs in Bronze or Aluminum 


by U.S. BRONZE 


Impressive dignity and good taste are working 
ambassadors for you when your bank’s name 
appears in these beautifully designed and exe- 
cuted signs. Names of your personnel on tasteful 
metal signs also assure an impression of dignity 
and stability. 


| act - Desk Nameplates 
Both Economical 
and Beautiful 


~ INDIVIDUAL LETTERS—Metal or 
plastic—in all sizes 





Perfect for permanent signs, inside 
or out. As suppliers to banks large 
and small from coast to coast, we 
offer the widest selection with the 
most in service, at economical 
prices. Send today for catalog of 
all signs, plates, display cases, etc. 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE sion co., inc. 


101 W. 31st., Dept. BM., New York 1 N. Y. 
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WHO’S SWAMPED WITH WORK? 





Manufacturing Plants at: 
CLIFTON, PAOLI, CLEVELAND, INDIANAPOLIS, CHICAGO, 
KANSAS CITY, ST. PAUL, DALLAS, CHATSWORTH 













As for working close to full capacity, 
we certainly hope we will always bein 
this position...orat least closeenough 
sothat wecan makea profit. Wealways 
try to keep a cushion to take care of 
peak loads, and we anticipate that we 
will need this cushion as bank auto- 
mation develops. In the meantime, 
we definitely are not swamped with 
work, so if you have one order, or one 
hundred thousand orders, we would 
be happy to take on the business. 


There is no doubt that the redesign- 
ing of bank checks for mechanized 
handling will create problems for the 
printer, but if banks will request 
changes when they need them, the 
work can be spread out and bottle- 
necks can be avoided. Just as it took 
time to decide on a common machine 
language,and still moretimeto devel- 
op the machines, so it will take time 
for the check printer to make altera- 
tions in his equipment and proce- 
dures. We do not believe that the de- 
mands upon us will be unreasonable. 


bility. By availing himself of the 
economies of group insurance, a home- 
owner can procure this combined 
coverage at a cost of only'4'4c per 
$1.00 of his mortgage payment. Al- 
though relatively new, institutions 
supplying their customers with this 





























optional service, report enrollments 
as high as 80 per cent within a few 
months after it is offered. 


Arrangements are being made by 
the company to offer these two plans 
to financial institutions in 40 states. 


Nadler’s “People’s Capitalism” 
Penetrates Iron Curtain 


Gosbank (from gosudar, meaning 
national) is the central institution of 
the Soviet banking system, and the 
basic source of short-term credit for 
all enterprises in the Soviet Union. 
It was a development of no small 
consequence, therefore, when The 
Hanover Bank, New York, received 
a request some weeks ago for a copy 
of “People’s Capitalism,’’ a booklet 
authored by Dr. Marcus Nadler, 
consulting economist to the Hanover, 
and published by the bank in 1956. 

The Soviet request came to The 
Hanover via Four Continent Book 
Corporation, 821 Broadway, formerly 
Amkings Corp. Attached to the re- 
quest was a form note reading, “‘Please 
mail us all your catalogs as issued— 
if possible, in quantities of as many 
as 100 or more. This is for your 
benefit as these catalogs will be dis- 
tributed among potential purchasers 
of your material.” 

‘People’s Capitalism” is Dr. Nad- 
ler’s analysis of the American econ- 
omy. The illustrated study features 
a comparison between the Soviet and 
U. S. systems. The U. S. Informa- 
tion Agency requested and was grant- 
ed permission to reprint the booklet 

















Dr. Nadler (right) being interviewed by William Malten. 
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in several languages for distribution 





throughout the world. 

A direct outgrowth of the publicity 
accorded the Gosbank’s request was 
the recording of interviews with Dr. 
Nadler so that his views on the 
“People’s Capitalism’? might again 
penetrate Russia’s Iron Curtain, this 
time via the Voice of America. 


Conducted in German by the 
Voice’s William Malten and in English 
by Sidney Paul, the interviews were 
taped in Dr. Nadler’s office for re- 
lease to Voice of America newsdesks 
around the world. 


Trustees Name NABAC’s 
Director of Research 


The first official act of the newly 
elected trustees of the NABAC Re- 
search Institute has been to name 
Virgil H. Disney acting director of re- 
search. Mr. Disney, a graduate in 
engineering of the University of 
Missouri, is manager of electrical 
engineering research for the Armour 
Research Foundation of Illinois In- 
stitute of Technology. 


The research team consisting of 
Armour and NABAC men has started 
visiting banks and gathering data 
relative to the first study scheduled— 
demand deposit accounting. All sys- 
tems of demand deposit accounting 
will be studied, but the fully deferred 
method has been chosen for the initial 
effort because it is the most popular 
in use today, and for the added reason 
that the other methods used stem 
from it. It is the feeling of the 
Trustees that it will be feasible to 
study several areas simultaneously 
after the Research Institute staff has 
been selected. 


Chicago's City National 
Cops Ad Prize 


The City National Bank and Trust 
Company of Chicago was awarded the 
Chicago Federated Advertising Club’s 
first prize in the Newspaper Division 
of its 1958 contest. 

The award winning ads competed 
with entries involving national or re- 
gional product selling which included 
consumer products—many high in 
rank among popular “brand names.” 

Receiving the award for the bank, 
John L. Chapman, vice president, 
heard the bank warmly complimented 
for winning the “‘bluest of blue rib- 
bons” from such distinguished com- 
petitors. 
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Veteran Financial Advertiser Honored 

J. K. Waibel (right), soon to retire as advertising manager of the Con- 
tinental Illinois National Bank & Trust Company of Chicago, is here 
shown receiving a gift honoring his long service to Chicago Financial 
Advertisers from CFA president Robert A. Bachle, vice president, Na- 
tional Boulevard Bank, Chicago. Mr. Waibel has been with the Con- 
tinental Bank since 1919. Widely known among the nation’s bank 
advertising men, he has been an active member of the Financial Public 
Relations Association since 1925. He was president of Chicago Finan- 
cial Advertisers in 1935. 















CALENDAR OF EVENTS 


American Bankers Association 


Sept. 21-24—E£ighty Fourth Annual Convention, Chicago 

Oct. 9-10—Western Regional Trust Conference, Statler Hotel, Los Angeles 

Nov. 6-7—WMid-Continent Trust Conference, Statler Hotel, St. Louis 

Nov. 17-—18—National Agricultural Credit Conference, Sheraton-Fontenelle, Omaha, Nebr. 


State Associations 


June 15-—17—Washington: Empress Hotel, Victoria, B. C. 

June 19-20—Colorado: Hotel Colorado, Glenwood Springs 

June 19-21—Michigan: Grand Hotel, Mackinac Island 

June 19-21—Montana: Many Glacier Hotel, Glacier National Park 
June 19-21—Virginia: The Homestead, Hot Springs 

June 20-21—New Hampshire: Wentworth-By-The-Sea, Portsmouth 
June 20-21—Utah: Union Pacific Lodge, Sun Valley, idaho 

June 20-22—Maine: Poland Spring House, Poland Spring 

June 23-25—Wisconsin: Schroeder Hotel, Milwaukee 

July 24-26—West Virginia: The Greenbrier, White Sulphur Springs 



























Other Associations 
Sep. 28—Oct. 2—Financial Public Relations Association, Sheraton Hotel, Philadelphia 


Oct. 6-9—National Association of Bank Women, National Convention, Atlanta Biltmore, 
Atlanta 

Nov. 3-5—NABAC Annual Convention, Statler-Hilton Hotel, Dallas 

Nov. 3-—6—Mortgage Bankers Association, Conrad Hilton Hotel, Chicago 


Nov. 30—Dec.5—investment Bankers Association, Americana Hotel, Miami Beach, Fia. 





Schools 


June 8-21—Southwestern Graduate School of Banking: Southern Methodist University, 
Dallas, Tex. 

July 7-19—School of Financial Public Relations: Northwestern University, Chicago 
Campus, Chicago, Ill. 

July 27—Aug. 9—School for Bank Auditors and Comptrollers: Univ. of Wisc., Madison 

Aug. 24—Sep.6—The School of Banking: Univ. of Wisc., Madison 

Aug. 25-Sep.9—Pacific Coast Banking School: University of Washington, Seattle 

Sept. 8—11—Vermont-New Hampshire School of Banking, University of New Hampshire, 

Durham, N. H. 













EQUIPMENT 


General Electric Markets 
Low-Cost CCTV Camera 


A compact closed circuit television 
camera, TE-6-A, especially designed 
to meet the demand for high quality, 
low-cost, closed circuit TV systems 
has been introduced by General Elec- 
tric Company. 


Because the TE-6-A is a self-con- 
tained camera, i.e., it does not require 
external control and power units or 
bulky camera cable, it is compara- 
tively easy to install and service. 
Moreover, its small size and compact- 
ness make it ideal for applications 
where flexibility is of prime impor- 
tance. 

Simplicity and compactness of de- 
sign are the outstanding visible fea- 
tures of the new camera. The control 


& SERVICES 


panel for example, is mounted directly 
to the back of the camera. The entire 
unit measures 7 13/16 by 12% by 
514 inches and weighs only 1314 
pounds. 

By combining the camera with a 
suitable lens, a monitor or standard 


What Do You Need? 


. ACCRUAL ACCOUNT CONTROLS 

. ACOUSTICAL EQUIPMENT 

. ADHESIVES—Gum—Paste—Tapes 

. ADVERTISING—Financial 

. ADVERTISING SPECIALTIES— Badges— 
Calendars—Matches 

. AIR CONDITIONING 

. ALARM SYSTEMS—Burgiar—Fire 

. ARCHITECTS and BUILDERS 

. BAGS—Coin—Mail—Night it—Paper 

. BANK FURNITURE and FIXTURES—Cabinets 
—Chairs—Counters—Desks— Wastebaskets 

. BINDERS—Bookkeeping—Check—Ledger— 


Rin 

; BOXES —Cash—Coin—Mail—Sate Deposit— 
Stamp—Stora 

. BUSINESS FORMS—Account— Bookkeeping 
oe Contract—Fan Fold— 

—~ Legal—Payrolli—Statement— 

Tes ‘ecord— Visible Record 

. CALCULATING CHART S—Amortization— 
Interest—Tax Wa 

. CAMERAS and SUPPLIES 

. CHECK CERTIFIERS and SIGNERS 

. CHECK PERFORMERS—PROTECTORS 

. CHECK SORTERS 

. CHECKING ACCOUNT PLANS and SYSTEMS 

. CHRISTMAS SAVINGS SYSTEM—Vacation— 
Tax—All Purpose Clubs 

. CLOCKS—Desk—Outdoor— Time— Wall— 
Watchman 

. COIN BANKS 

. COIN and CURRENCY—Straps— Wrappers 

. COUPON BOOKS and ENVELOPES 

DECALS 


. DEPOSIT BOOKS and COVERS 
. DEPOSITORIES Night and Lobby 
28. DISPENSERS—Cup—Soap— Tape— Towel 
. DISPLAYS—Lobby— Window 
. DRIVE-IN FACILITIES 
. DUPLICATORS—Machine—Sets— Supplies 
. ENVELOPES—Bank-by-Mail—Button—Clasp 
—Coin—Commercial— Currency —Ex- 
panding—Payroll—String 
. FANS—Desk—Exhaust—Floor 
34. FILES—Central—Check—Correspondence— 
it Ticket— Expanding— Index Card 
—Rotary—Sorting—Storage—Transfer 
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. FILING FOLDERS and SUPPLIES 
. FLAGS—Administrative—Service 
. FLOOR MATS—Lobby—Teller 
GATES and GRILLES 
9. INDEX SYSTEM—Si: 
. INK—Addressin 
. INTER-OFFICE 
. LADDERS—Libra 
. LIGHTING SYSTE 
Lamp 


. LOCKS 
. MACHINES—Accounting— Addin 
Bookkeepin, Sane Otel 
olding— 


Cotter Opening Malting-—Number 

1 Opening— ing— Numbering— 
Packaging—Perforating—Proof 

. MATS—Composition—Plastic—Rubber— 
Telier 

. MICROFILM 

. PAPER SHREDDERS 

. PENS—Ball Point—Counter—Desk— 
Fountain 

. PUNCHES—Ledger 

; oo — Cashier & s—Clothing—Coin— 
urrenc 

RUBBER STAMPS and PADS 

. SCAFFOLDING 

. SCALES—Currency—Lobby— Postage 

. SEALS—Coin Bag—Lead—Wax 

. SHELVES 

. SIGNS—Brass—Bulletin Board—Changeabie 
‘counter )— Department—Electric—Holiday 
—Lobby—Name Plates—Outdoor—Telier 

STANDS— Billing— Machine— Typewriter 
; rane TITCHERS 


. STATI 
; a ne Sete 


L SUPPLIES General Office 
. SYSTEMS—Accounting—Accrual—Loan— 
Personal—Savings 
. TV—Closed Circuit 
b ee tee —Chéeck—Coin—Cur- 
er 


sorting— Supply 
E TRUCKS Dollins— Teller —Vault 


als—Tabs 

k Signer—Duplicator 
OMMUNICATING SYSTEMS 
—Vault 
S—Desk—Fluorescent — 


Addressing— 
jane 


. VAU Seer vemeeeees 
. VENDING MACHINES 

. VISIBLE RECORD EQUIPMENT 

. WATER COOLERS 


Rand McNally and Co., P. O. Box 7600, Chicago 80, Ill. 
Please send us information on the items circled above or below. 


PM i586 Se EK eer edewesees secre 


TV receiver, and the required length 
of cable, any bank can have a com- 
plete, simple working, low-cost CCTV 
system. 

For additional 
General Electric, 
Syracuse 1, N. Y. 


information write 
Electronics Park, 


Counter-Top Literature Holder 


New counter-top literature holder 
featuring adjustable vertical dividers 
for all sizes of give-away literature has 
been offered in lightweight aluminum 
by Arlington Aluminum Company. 


Extruded aluminum forms the 
decorative fluted border. The back is 
manufactured of Duron Hardboard. 
Easily moved, the rack may be 
cleaned with a damp cloth, and will 
retain its satin lustre for years. 


For further details contact the com- 
pany, 19011 W. Davison, Detroit 23, 
Mich. 


New Grease-Proof Mat Has 
Extra Dimensional Look 


A grease-proof, nylon reinforced, 
cross ribbed runner matting, known 
as Shadow-Tone, has been marketed 
recently by American Mat Corpora- 
tion. 


An attractive, modern ‘‘two-tone”’ 
appearance gives the runner an extra 
dimensional effect. Built to provide 
long service, it is available in ebony 
black. The new runner is 36 inches 
wide, 5/32 inches thick, and comes in 
lengths of up to 60 feet. 

The corporation, 2123 Adams 
Street, Toledo 2, Ohio, will gladly 
send literature and prices upon re- 
quest. 
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focal point for effective customer service 


*CUSTOMER INFORMATION FILES by Remington Rand® 


...one completely accurate record source 
for instant reference on all customer relations! 


That’s exactly what a REMINGTON RAND C.I.F. pro- 
vides...one record—one place—one inquiry tells all! 


Customers are served easier — faster! There’s no 
chance of embarrassing, account-losing errors. 
Eliminated are costly, duplicate records systems 
in each department. And once your C.I.F. is oper- 
ating, the entire system becomes a simple routine 
requiring fewer people to accomplish more work 
in less time at big money savings. 


You will do well to investigate the complete service 
June 15, 1958 


offered. Send for your free copy of the colorfully 
illustrated folder X1733 describing Customer 
Information Files in detail. 


DIVISION OF SPERRY RAND CORPORATION 


Room 1605, 315 Fourth Avenue, New York 10, N.Y. 


Please send me folder X1733 on Customer Informa- 
tion Files. 


UT es a aici sipt nti 
INSTITUTION 
ADDRESS 


ZONE STATE 






























Low-Cost Adding Machine 
Released By Monroe 


A new Simplex ten-key adding ma 
chine, hand-operated for adding, sub™ 
tracting and listing, has been an- 
nounced by the Monroe Calculating 
Machine Company. 


Termed the “Little Giant’’ because 
it is small in size and price but big in 
performance and quality, model 
811H14 is ideally suited to satisfy the 
need for a handy figuring tool. 


No larger than an eight by eleven 
inch sheet of paper and weighing 14 
pounds, the machine is nevertheless 
sturdily built for heavy-duty use. It 
offers the same quality workmanship, 
inside and out, as Monroe’s popular 
600 Series. Minus items and negative 
totals and sub-totals print in red. 


The 811H14 features a standard- 
size 10-key keyboard, standard-size 
tape and ribbon and standard locks 
to prevent misoperation. Listing ca- 
pacity is 999,999.99; totaling capacity 
9,999,999.99 both positive and nega- 
tive. 

Address Monroe Calculating Ma- 
chine Co., Inc., Orange, N. J., for 
further details. 

















Mr. Crank demonstrating his invention 


New Mailer Saves 
For Valley National 


A new type of first class enclosure 
mailing, expected to save several 
thousand dollars annually for the 
Valley National Bank, has been de- 
vised by Clyde Crank, manager of its 
mail department. 

The invention consists of a light- 
weight open-end cloth bag and a de- 
tachable cardboard hood. 

Especially designed for inter-branch 
mailings, it will replace paper en- 
velopes heretofore used for mail ex- 
changes among the bank’s 50 branches 
and its Phoenix (Arizona) home office. 

Measuring 7 inches by 14 inches, the 
bag is preprinted on both sides with 
First Class Mail and on one side with 
Valley National Bank. 


Over its open end is stapled a paste- 


‘““‘We Safeguard Privacy 


of Our Customers’ 


hear a word you say. 
noises it improves hearing. 


Write for literature. Available in colors. 








his becomes evident when visitors observe that your ‘phones 

ore equipped with Hush-A-Phones. Private telephone dis- 
cussions between bankers and their clients never become public 
when your telephones are equipped with Hush-A-Phones. 


The Hush-A-Phone is a scientifically designed phone silencer, 
weighing but 5 oz. that snaps on the transmitter of your phone and 
provides asietite privacy of phone conversation. Even those seated at your desk cannot 


ste 


The Hush-A-Phone also prevents phone talk annoyance—dquiets the office; midst surrounding 


Thousands of executives are using the Hush-A-Phone and bankers are especially enthusiastic. 
Use permitted by F. C. C. ruling. 


HUSH-A-PHONE CORP. cs madison Avenue, New York 16, N.Y. 









board hood. On the latter’s exterior 
side is preprinted both a destination 
and return address. The hood’s in- 
terior or reverse side, also preprinted, 
bears the original sender’s address, as 
well as return address of original re- 
ceiver. 

Once hood is attached, postage is 
applied and container is forwarded 
to its destination. Upon arrival, hood 
and contents of bag are removed, and 
hood is then ‘‘reversed’”’ for use in 
returning mail to original sender. 

Upon receipt by latter, hood is de- 
stroyed. The cloth bag, however, can 
be used indefinitely—simply by at- 
taching a new hood to it after each 
round-trip mailing. 





























Facts About Money 
The interesting and 


educational 
story of money is impressively pre- 
sented in this 44-page booklet, en- 
titled, “‘Facts About Money’”’. 
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Illustrated in two colors, the book- 
let tells how many of our present-day 
slang expressions about money start- 
ed . . . what people used as money 
in the past . . all adding up to a 
better appreciation of the efficiency 
of our modern monetary system. 

An excellent “give-away” for the 
junior depositor, Facts About Money 
is available in quantity at low cost. 
The bank’s name and address are 
prominently imprinted on the cover. 

For additional information, write 
The Passante Company, 768 Con- 
necticut Blvd., East Hartford, Conn. 





Financial Planning Kit 
Builds Savings Accounts 


A handy time and labor-saving 
home organizer that serves very well 
as an account opener has been offered 
by Savings Specialties Company, pub- 
lishers of Recordata books and makers 
of Klearsite products. 


Called the Home Manager, this 
compact 10 by 8% inch Klearsite 
portfolio with zipper holds the follow- 
ing: an annual recordata book, a 
permanent recordate book, a family 
budget guide and a ball point pen. 


Heart of the system is the recordata 
books and budget guide. The guide 
is a slide rule that shows the amount 
to budget for food, shelter, house 
operation, clothing, withholding tax, 
etc., depending on gross monthly in- 
come and number of people in the 
family. The recordata books show 
how to record this information in an 
organized way. 

The bank’s imprint is placed on the 
portfolio in gold. 

Savings Specialties Company, 231 
South La Salle Street, Chicago 4, IIl., 
will gladly send additional informa- 
tion upon request. 
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See STRONG 


...MEANS 


QUALITY 


Tne DOWNEY CHANGE TRAY 


THE OLD WAY 


THE NEW WAY 
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quickly and accurately. Figures on border desig- 
nate denominations of coins in pockets. In 3 styles: 
1--mounted on pedestal; 2-- fitted with rubber 
bumpers for counter use; 3--mounted on short 
legs, arranged for nesting with other trays. Tray, 
made of cast aluminum, measures 12%” x 9"’. 
A big time saver. 


Tle COIN PACKAGING TRAY 


For use with tubular wrappers. Facilitates filling 
tubular wrappers in the following manner: Lay 
coins in tray, sloping forward. Then open tubular 
wrapper and engage coins at front of tray. Then 
push coins into wrapper. Keep rear end of wrap- 
per covered with finger. Made of wood or steel 
depending on the availability of material. A very 
handy item. 


The CURRENCY RACK No. 2 


factlitates cashing of check. 


This device holds a moderate amount of bills of 
varying denominations rendered available for quick 
handling. Cashing of checks made quick and easy. 
Aluminum Base, 634 inches square. Nickeled posts 
are 7 inches high with counterweights. 


-.- for QUICK, ACCURATE 
handling of loose coins 


Tray holds 10 coins each of pennies, nickels, 
dimes, quarters, halves, in each of 68 staggered 
pockets, making possible the giving out of change 
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 FWICE tne Leverace SHIPPING 
YM ALE THE WEIGHT! TAGS 


SEAL 
PRESS 


SUPERIOR IN STRENGTH 
-». proved by ‘PULL’ test 





They are made to ‘‘deliver the 
goods.’’ Made of 8-point weight, 
size 23¢'’ x 6%" with ‘‘Register’’ 
stub. Style No. 2 same size but with 
blank stub for desired copy. Style 
No. 3, 236’’x3%"’ without stub. Rein- 
forced eyelet extends to end of tag. 
Printed in red and black. Bank im- 
print included in price. 


The C. L. DOWNEY CO. 


HANNIBAL MISSOURI 





SEND TO DEPT. A 
FOR FULL. INFORMATION 





Hauserman Introduces New 
Low Cost Movable Walls 


A new movable wall system that 
combines low initial cost with many 
of the design refinements of the most 
advanced, premium-priced prefabri- 
cated wall systems has been develop- 
ed by the E. F. Hauserman Company. 


Major features of the new Type 
HP wall system include full-flush 
panels with single line joints (no ex- 
posed posts); fireproof and sound- 
resistant steel and glass construction; 
installation by trained erectors; and 
complete reusability of all components 
after wall is changed in design or re- 
located. 


Despite its low cost, the movable 
wall has many features found only in 
the finest prefabricated wall systems. 
It has fully-adjustable ceiling trim to 
compensate for ceiling level varia- 
tions; adjustable door frames to com- 
pensate for floor variations or for 
different floor coverings on either side 
of the partitation; narrow 4” high 
base with provision for concealed 
lay-in wiring; 3” thick wall panels, 
rock-wool insulated and finished in 
permanent low-gloss baked enamel; 


“\Self-Registering’’ 
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Wan Colorful Catalog BS 


and a choice of floor-to-ceiling or par- 
tially glazed wall areas. 


With the introduction of Type HP 
wall, the firm now markets a complete 
line of movable walls to meet every 
space division need from those of low- 
budget installations to near-custom 
and custom jobs. 

The new wall is furnished in stock 
sizes for ceiling heights from 7’ 3” to 
9’ 5/8”. Panels are available in 
widths ranging from 12” to 60” wide. 


For additional information contact 
E. F. Hauserman Co., 2100 Keith 
Building, Cleveland 15, Ohio. 


Mosler Safe Opens New 
Building in Washington 

Mosler Safe Company recently an- 
nounced the opening of a modern 
office building which will house the 
expanded activities of its Washington 
D. C. branch. The structure, lo- 
cated at 2461 Wisconsin Ave., N.W., 
will also house Mosler Research 
Products, Ine., an affiliate which 
specializes in electronic security 
equipment for government and in- 
dustry. 


EXECUTIVE CHANGES 


The appointment of CLARENCE 
DUNLOP, vice president, Burroughs 
Corporation, to the newly created 
post of vice president—manufactur- 
ing facilities planning—was recently 
announced. Mr. Dunlop, who started 
as a tool maker in 1919, has been 
serving overseas in an advisory ca- 
pacity for the past few years. 


LeFebure Corporation, Cedar 
Rapids, Iowa, recently announced 
the appointment of J. M. MACLAURY, 
EVERETT GWINN and KARLJOHNSON 
as district sales managers. Mr. Mac- 
Laury has been assigned to the 
central section of the United States, 
Mr. Gwinn to the southeastern part 
and Mr. Johnson to the northeastern 
section. 


-ANTHONY NICOLETTI has been 
named New York sales representa- 
tive of the ThriftiCheck Service Cor- 
poration. He was formerly assistant 
secretary-treasurer of the Colonial 
Trust Company, New York. 


D. A. MCTIGHE, a member of the 
National Cash Register Company’s 
sales organization for the past il 
years, has been named manager of 
adding machine sales. 
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put 30,000 checks on one microfilm roll 


New dollar savings! New efficiency! New savings in 
storage space! All laid at your doorstep by the new 
Burroughs Micro-Twin. 

It puts the most images on the least film at the lowest 
cost in microfilming history—30,000 checks a roll. 
And, high-quality photography permits projection of 
images to maximum clarity. 

Automatic indicator reminds operator visually when 
machine is endorsing and not microfilming. New 
positive automatic feeder virtually eliminates over- 


Burroughs 


Belle Howell Burroughs 


Burroughs 
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lapping documents and faulty endorsements. Exclu- 
sive indexing meter indexes to each 1/10 of a foot 
for rapid finding. Simple as reading a page number. ' 


Still more? You bet! Here in this advanced new 
Burroughs-Bell & Howell quality microfilming equip- 
ment you’ll find every protective and operational 
feature you could want. Available in combined recorder- 
reader units or as separate units. Call our branch 


_ today for a demonstration. Burroughs Corporation, 


Burroughs Division, Detroit 32, Michigan. 


Corporation 









BANKING & INVESTMENT FIGURES 


Recent Month 6 Mos. Year 2 Yes. 
WEEKLY REPORTING MEMBER BANKS (in billions) 


Level Earlier Earlier Earlier Earlier 
oa oman onianiaan mmenenniee Proce’ 




























Ce I I on did onc sated ocdcévswcsccsocecvave $29.3 $29.7 $31.1 $30.6 $27.3 
PE TR iio a 56 56 aio osc cee Necle cet Rett ebicseeestesecesicacee a a 4 4 a 
RN Oe NS GUN CINE en cba bccc ct becdesedbqactcdseceues 2.2 2.8 1.6 1.8 2.4 
Other loans for purchasing or carrying securities...........0eeeeeeeees 1.3 1.3 1.1 1.2 1.3 
I eas issa Cacbasewhbuce Mots cds ee khesactceseacpee 8.8 8.7 8.8 8.7 8.5 


ee I RO IN in ook oc cvictcs Sc0cdesineetssevesces 11.1 11.2 11.4 11.1 10.8 
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Treasury certificates of indebtedness. ..........ccccecccccvccecveces 1.3 2 1.7 1.6 pe) 
ONE WOUNK, sto sds s06o Celene chen cw ss edbstbesevdbese@awes oaicie 7.23 7.1 4.4 4.2 6.2 
es cowed ct ea4 sins bonseusbecceccstsctécveseseceacsenese 20.6 20.2 17.9 18.4 19.5 
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TEE POE SPL ER eS Ee ee 55.4 SSF 55.4 $5.2 I30 
Time deposits except U.S. Government............cececececesceceees 27.8 27.3 23.8 23.5 21.7 
Interbank demand deposits (domestic). ..........cccccececcccececees 10.8 11.0 10.1 9.4 9.5 
SUNN bon hin o,0 hee $4, ie na 4se A bedee RalCeOe 0s a caa beomusasio's 9.9 9.8 9.6 9.2 8.8 












ALL MEMBER BANKS (in millions) 





Ss CUNEN OID. bbc kos akc cng tpiincsosdecsavencesace 537 690 444 468 602 
Borrowings at Federal Reserve Banks. ........ccsceeccecceccceceeees 134 118 618 888 892 


Free reserves or net borrowed reserves (—)..........cccccccccccecees 403 572 -174 —420 —290 














Recent Month Year ———1958——__- 

RATES & U. S$. GOVT. SECURITY YIELDS (FRB) Level Earlier Earlier High Low 

Federal Reserve discount rate (New York).........cccececccccccccces 1.75 Zo 3.00 aoe. . LFS 
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i ou. bin sdsswdeewnscns veh easetsoesbecnee 58 1.20 3.26 2.82 58 
3-month bills, rate on new issues 


kn atess ee Ws esos pabebsdsscedeeaeee .63 1.37 3.24 2.86 .63 
ee ee Casa tbsccdewns sesdecsdcdedesesecesencs 97 1.38 3.42 2.82 97 
ds decks sa sanedscebasscnecnccesesacecces 2.18 2.29 3.17 2.83 2.18 
Bonds due or callable in 10 years or more.........ccesecececevecees 3.12 3.13 3.47 3.32 3.05 








COMMON STOCK PRICES (Selected SEC indexes) 
Composite of 265 stocks (1939-100)... 2... eee ee cece eesecceceeees 325.55 321.9 355.1 325.5 299.0 


























SS EEE FL EOE ECT ECCT TE TELE TTP TOT EE TET ‘ 498.0 570.1 912.7 4730 
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PDS 5 0-0 wk ssae Shade bed cancesedctdutesaseeséddeceesaees 427.5 414.7 4769 430.2 376.4 
Db. 0 40 sb h Reade the bhb6 Soin 6 eeweneseeesedeaie poeececes 364.8 367.0 421.9 381.7 356.1 
Cha deuhd See eked bee OeRNG EERE SERRE O00 000 0s4R Seen eens 381.4 373.4 288.0 381.4 291.1 
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a inn h oy pane he debe Uee Ones woe aee ines es 368.8 373.8 451.9 3770 335.9 
No ccna chek ended neh dnecsaacsaseeebe des ne 242.8 235.7 335.1 242.8 226.6 
NE UNE GO OG 5.5 conc caine co asnciced ceccecessvcredses 1600.6 1542.6 1682.1 1600.6 1435.5 
Petroleum (integrated companies)............ ec cece ee cceeceeeeecaes 699.2 712.5 $833.6 712.5 6174 
Ns 0 s.0tchb ose c eed en shee seb edibes dv cbbhaeddeeun heeds veces 247.5 238.0 289.0 247.5 212.8 
acs chntenwe rea de-csnuseseee dies edhe 646464 6000600000 275.6 270.4 252.1 277.8 238.7 
ts Abb eke SRA ace eee de KkhhSKCebN4S+8b40440 COEDS. 534.00 504.9 590.4 534.0 453.7 
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Moca tools of commerce 
a 


In the construction industry 


checks are as vital as bulldozers. Currently, con- 
tractors pay out over $17-billion* yearly . .. most 
of it by check. The maximum safety and con- 
venience of payment is achieved by a check on THE WAVY LINES® ARE 
La Monte Safety Paper. It is the safety paper ee Se 
chosen by a majority of America’s leading banks. 


*Actual Income — $17,704,000,000 
Source: U. S. Dept. of Commerce 


Survey of Current Business, July 1957 ose” 
GEORGE LA MONTE & SON * NUTLEY 10, NEW JERSEY | ZA ELS 


Safety paper for mee 





A Progress Report 


The latest PROGRESS REPORT to 
the bankers of America shows that’ 
2,046 National Post-Tronic machines 
are... 


Now in use in 544 banks in 42 states, 
the District of Columbia, Alaska, 
Hawaii, Canada and Puerto Rico 


On.an average, ONE Post-Tronic 
machine replaced TWO conven- 
tional posting machines 


Savings range from 50% to 66% an- 
nuaily on the investment 


to America’s Bankers... 


~ iE 


Mn 
POST-TRONIC’ 


2 04 machines now in use! 


Over 4,500,000 checking 
accounts in the United States 


are now posted with C/akonal 
POST-TRONIC machines... 


INSTALLATION PROGRESS: 


Machines 
Installations now in use 


APRIL 1957 
JULY 1957 
OCTOBER 1957 
JANUARY 1958 
APRIL 1958 
MAY 26, 1958 


Call your nearby National representative for a demonstration of the National 
POST-TRONIC today. He's listed in thé yellow pages of your phone book. 


% Trade Mark 


* + 
The National Cash Register Company, bayton 9, ohio 
1039 OFFICES IN 121 COUNTRIES e HELPING BUSINESS SAVE MONEY 








